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Safety Glass All Around 
Hupp Calls Paul Prys 
Soap Box Derby 
Hudson Challenges 
How It Began 
ow «+ 


By 


Chris Sinsabaugh 





VERY American car turned 

out last year and so far this 
is fitted with a safety glass wind- 
shield as standard equipment, but 
now that Michigan has started 
operating its law requiring this 
sort of glass all around, car mak- 
ers are giving the subject care- 
ful consideration. There are eight 
other states with similar laws 
that become effective early in 
1935 and it won’t be long before 
every commonwealth in the union 
will have enacted similar legisla- 
tion. Which won’t make such 
concerns as Libbey-Owens-Ford 
and Pittsburgh Plate Glass a bit 
mad. The educational campaign 
they have been carrying on for 
several years is beginning to pro- 
duce definite results. 

ae oe * 

Since July 1, all new cars man- 
ufactured for sale in Michigan 
have complied with the law but 
the extra cost of the safety glass, 
I’m told, has been included in 
“delivery charges,” something like 
the traveling salesman’s new suit 
of clothes, the cost of which is in 
the expense account but the aud- 
itor doesn’t know it. 

k ak 4 

SO CAR MAKERS are setting 
about making it easy to sell safety 
glass as optional equipment by 
lowering the cost. Evidence of 
this was had this week when I 
heard that one big concern cut 
this charge more than half and 
that it now is going to be pos- 
sible for the car owner to get the 
shatterproof glass all around at 
a very low cost, which ought to be 
a great stimulus to the cause. 
Public resistance has been broken 
down and I hear of one maker 
who gives it as standard equip- 
ment on his de luxe models, has 
increased the use of this type of 
glass from 30 per cent last year 
to 72 in 1934. 

B ae a 

NATURALLY such a progres- 
sive law as Michigan’s has re- 
quired some interpretation, so we 
find the secretary of state ruling 
that cars sent into other states 
which have no law like this can 
travel over Michigan roads in 
driveaways without having to 
meet Michigan requirements. As 
for tourists coming into the state 
without safety glass on cars built 
after July 1, it is believed they 
will not be interfered with. 

* x a 

A HURRY-UP call rallied some 
of the Paul Prys of Detroit for 
a mid-summer preview, which 
turned out to be a ride in Hup- 
mobile’s aerodynamic eight, which 
has just started to come off the 
production line. That’s why we 
of the press were brought into 
action. 

Speaking personally, that ride 
out Royal Oak way was a most 
pleasing one, with Bill McDonald 
of the Free Press manipulating 
the radio on the dash which gave 
us all the details of the Tiger- 


(Continued on Page 13, Col. 2) 
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Code Group 
Meeting Set 
For Monday 


Dealer Chiefs to Discuss 
Enforcement Methods 
At Washington 


Washington, July 20.— 
Members of the National 
Emergency Committee of 
the Motor Vehicle Retailing 


Code will meet here on Mon- 
day morning at the Shoreham 
Hotel for a_ two-day session 
which will precede the opening 
hearing on the proposed $2,394,666 
administration budget which has 
been submitted to the NRA for 
approval. 

F. W. A. Vesper, president of 





Code or Chaos 





$6 Per Year, 10c Per Copy 


Sparks/Used Car Prices Firm 


NADA Finds 
Demand Still 


An Editorial for the Consideration of Car Manufac- 


turers Which Also is of Vital Interest 
To Dealers 


p URING the period from Dec. 1, 1933, to date, auto- 
mobile dealers throughout the country, in many cases, 
have realized the first real profit they have enjoyed since 
1925. This result may be attributed to two causes. First, 
the Motor Vehicle Retailing Code; and second, a general 
improvement in business which has resulted in increased 
car sales volume. We place these factors in what we be- 
lieve to be the order of their importance. For in previous 
years, not under the code, an increase in volume almost 
inevitably resulted in increased dealer losses. The code 
has reversed this order and for this reason, we feel, that 
manfacturers interested in volume have a definite stake in 
the Dealer Code. 

Under the system (if we may dignify it by calling it a 
system), which existed before the code, dealer sales vol- 





the National Automobile Dealers 
Assn., who is now in the west, 
is expected to reach Washington 
in time to preside over the meet- 
ings. In event of his failure to 
reach Washington in time, « iron 
DeRoy, Hudson-Terraplane dis- 
(Continued on Page 3, Col. 3) 


Enter Newspaper 
Ads As Evidence 
In Tire Dispute 


Akron, O., July 20.—For the 
first time newspaper advertising 
will be accepted as evidence of 
business conditions by the Fed- 
eral Trade Commission according 
to a ruling handed down in 
Washington yesterday. 

The Commission accepted from 
counsel for the Goodyear Tire & 
Rubber Co. a collection of more 
than 30,000 individual newspaper 
advertisements from 32 cities 
published during the last eight 
years to sustain Goodyear’s con- 
tention that price-cutting, trade- 
ins and other allowances, which 
the Commission complained were 
the result of Goodyear’s contract 
for the manufacture of special 
brand tires for Sears, Roebuck & 
Co., were common in the industry 

(Continued on Page 12, Col. 2) 














Commerce Group 
Takes Hand to 
Halt Rate War 


Washington, July 20.—The In-| 
terstate Commerce Commission | 
was called upon this week to use| 
its authority to halt the desperate | 
competitive rate war between the | 
railroads and motor trucks. 

Directing their attack specifi- | 
cally at the application of the} 
rail carriers to reduce rates by as 
much as 40 per cent in official | 
territory “to meet truck competi- | 
tion,” representatives of the 
trucking industry asked the com- 
mission to give formal recogni- 
tion to the “New Deal’s” effect up- | 
on highway transport. Harold S. 
Shertz, Philadelphia, speaking for 
the national code authority of | 





(Continued on Page 13, Col. 4) |IL 





ume in new cars was gained at the price of relieving the 
motoring public of the country of all its old iron at values 
far above those which could be realized when the dealer 


attempted to resell it to that same public. 
vapanded fac bevand the neemal re. 


ivan facturing facies, 


| quirements of the market, made volume a prerequisite if the manu- 
'facturer was to hold his own in a competitive market where price 


was among the chief factors. Hence, the battle for volume began 
as early as 1923 and ’24, and by 1925 had reached such propor- 
tions that the dealer, in his effort to keep pace with the demands 
of his factory, paid out in bribes to his customers, in the form of 
used car allowances, sums equal to and often greater than the 
profit he could make on his new car sales and in his service 
operations. 

This condition was further accentuated by the financial 
holocaust of 1929. Plant capacities were far in excess of 
the requirements of even the boom years. Stocks of both 


‘new and used cars in dealer hands had reached appalling 


proportions. And then the market ceased. Introduction 
of new models at lower prices in an effort to win precious 
volume, so important to the over-expanded plants in a 
shrinking market, resulted only in a further stagnation 
of the stocks then in dealer hands. To call the competi- 
tion which followed in the next few years wolfish, would 
be to underestimate it. Then came the code. 

The Motor Vehicle Retailing Code is no more a child of NRA 
than the Treaty of Versailles was a child of the German High 
Command. NRA merely adopted an idea that has become fixed 
in the minds of good dealers throughout the country duting years 
of duress and stress. It brought this idea to life and established it 
as a law providing a universal value in specified trading areas 

(Continued on Page 4, Col. 1) 


—=$====—=1| GM Truck Has 
The Top Ten || New 5-Tonner 


At $2,135 Base 





First Ten in Registrations | 
as Reported in ADN Today 












1933 














1934 Make Pontiac, Mich., July 20.—Gen- 
1—261,409 Ford 113,473— 2 eral Motors Truck Co. announced 
2—233,808 Chev. 199,634— 1 today another addition to its line 
3—140,103 Ply. 83,115— 3 ||| of trucks. The new truck is de- 
4— 43,993 Ddge. 28,673— 5 ||| signated as T-46 and it is in the 
5— 36,490 Pont. 37,012— 4 ||| five-ton range. 

6— 30,007 Hud. 14,584— 8 | Just as the recently announced 
7— 29,249 Olds. 15,603— 7 ||| T-23 rounded out the truck com- 
8— 26,012 Buick 21,674— 6 ||| pany’s light duty bracket with a 
9— 19,804 Stude. 14,530— 9 ||| unit of three-ton capacity, the 
10— 11,147 Chrys. 10,580—10 ||| new model T-46, with its five-ton 
Total All Makes ||| capacity, rounds out the medium | 

872,593 583,982 duty Hine. aa ie 
. ase price o ,135 has been 
é See complete cumulative ||) octaplished. This is the lowest | 
gures including June to |\! price ever set by the com for | 
date, pages 10-11 this issue. | P it y pany 

: ae (Continued on Page 6, Col. 5) 





Holding Good 


Warns Against Liberal 
Allowances Based on 
Guide Figures 


St. Louis, Mo., July 20.— 
Unusual stability in used 
car selling prices is revealed 
in a report issued today by 


the National Automobile 
Dealers Assn. The report which 
is based on a comparison between 
selling prices as reported in the 
June issue of the Used Car Guide 
and the July issue shows an 
actual increase in the average 
selling price of all used cars in 
July over June. 

This strength in used car 
prices, the NADA points out, is 
predicated upon the current im- 
provement in general business 
conditions, and adds that until 


business stops gaining ©r eterte 
to recede it will regain as the 


compelling factor in determining 
used car values. Attention is 
called to the unsoundness of deal- 
ers granting the maximum trade- 
in allowance on all models taken 
in trade and also to the fact that 
used car allowance maximum 
shown in current books are based 
on sales activities at a time 90 
days in advance of the issuance 
of the current guide book. 

The statement issued by NADA 
says: 

“The increase in new car sales 
this year has naturally been re- 

(Continued on Page 2, Col. 4) 








Official Order 
Cuts Tolerance 


From 15 to 10% 


Washington, July 20.—The first 
modification of the President’s 
executive order of June 29 per- 
mitting price reductions on bids 
submitted to governmental agen- 
cies was announced this week by 
the NRA. 

An administrative order low- 
ered from 15 to 10 per cent the 
tolerance allowed on sales of 
rubber tires and tubes—an indus- 
try whose “destructive price- 
cutting” had previously led to 
| establishment of emergency floor 
prices. 

This exception served to focus 
attention anew on workings of 
the administration’s new price- 
fixing policy, whereby bidders 
bound to price posting by NRA 
codes may cut as much as 15 per 
cent from their listed rates in 
selling to public authorities. 

The effect of Administrator 
Johnson’s new order will be to 
return the tire trade to the 10 
per cent tolerance allowed by a 
previous ruling, which was super- 
seded by the President’s execu- 
tive order laying down the gen- 
eral 15 per cent margin. 

In giving credence to com- 
plaints that the higher differen- 
tial is resulting in a return of 

(Continued on Page 14, Col. 2) 
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Buick 6-Month Payroll 
$10,529,279; 150% Gain 


the remainder of the year at 
levels somewhat under those of 
the past six months. The com- 
pany’s plants now are operating 
with working forces of approxi- 
mately 90 per cent of the six 
months average on a schedule of 
| 10,000 cars for July. Our August 
forecast is for 7,341 cars.” 
increase of more The Buick assembly line, the 
than six mil-| executive said, operated 116 days 
lions over the/ during the first half of’the year, 
first six months | losing 10 days to shutdowns 
of 1933. | the Spring season. Other 
Approximately | partments have operated 
100 per cent} tinuously, however, some on two 
more men were| and three shifts. All departments 
on the payrolls | normally operate five days a week 
from January to July this year| and are currently on this basis, 
than were working last year.| Curtice said. 
They collected two and one-half} The comparative 
dollars for every dollar paid out | 1934 and 1933 follows: 
last year. 1934 
These facts, indicating a highly | Employ- 
successful season for the Buick | ment 
company and a good measure of | January . 12,692 
recovery for its home town of | February 
Flint, were disclosed today by | March 
Harlow H. Curtice, president of | April 
the automobile company, in a| May 
survey of Buick operations cov- | June 
ering the first half of the year. 6 Mo. Average. ..14, 
Among other things the survey Payroll 
revealed that: 1934 
The Buick company paid to its . $1,627,739 
employes during the first six 1,724,335 
months wages and salaries total- . 1,725,963 
ing $10,529,279 as against $4,192,- 1,844,366 


235 in the corresponding 1933 . 1,822,015 
period. 1,785,221 


Employment Gains aueat 
There were employed during " 


Flint, Mich., July 20.—Ten and 
a half millions in new purchasing 
power was poured into the pockets 

of its employes 
by the Buick| 
Motor Co. dur- 
ing the first six 
months of 1934. 

This was an| 


H. H. Curtice 


record for 
1933 
Employ- 
ment 
9,216 
8,719 
6,296 
6,102 
6,265 
6,500 
7,183 
Payroll 
1933 
January 
February 
March 
April 
May 
June 
Monthly Avge. 
Six Mos 


724,655 
453,098 
532,015 
725,959 
803,277 
698,605 
4,192,235 





O. 


bers or their workers in favor of 
the Automobile Service Men's 
Assn. as against the Auto Me- 
chanics Local 701, affiliated with 
the International Assn. of Ma- 
chinists. 

An appeal was taken by the 
Chicago Automobile Trade Assn. 
on 31 counts, and granted by the 
court, the various points citing 
such 
tion, faulty complaint, lack of 
proof of injury to the complain- 
ant, and abridgment of the right | 
of free speech and a free press. 


Ford Productio n 
Record Is Now 
Above 22,000,000 


Dearborn, Mich., July 20. 
most unnoted in the tide of pro- 
duction, the 22,000,000th Ford car 


the 

Ford Motor Co. Wednesday. 
Unlike some of its historic mil- 

lionth-mark predecessors, the 22,- 


try-wide tour 
along into the hands of some 
dealer for sale to the public. 


7,183 in the like period last year. 
Favors C. A. T. A. 
year, an increase of approxi- 

A i € ss e 
slumped as much as 2,400 in a/| hemnetene Soames Lam. ly cae 
company was $1,754,879: devine | Wednesday after a hearing Tues- 
ing pace and satisfactory level of | sented in court by E. Hut- 
first half there has been virtually 
production and the employment 
average has been close to that 
months. Minor reductions and | 
approximately 2,300 in February | 
new lower priced car which ex- 
been reached in April or May, the 

“With the expanded market 

22,000,000 cars and trucks were 

it achieved in the first six months. | produced in the first six months 


the first six months of 1934 an 
average of 14,199 men daily =| Revewen Ruling 
compared with an average of | 

. 

Thus far this year there has | On Labor Point 
been an average of 7,016 more | 
men at work in Buick plants in 
Flint than were working Si 

: Chicago, July 20. The effect of 
mately a, per cent. Jeereee a writ of injunction granted in 
-—-rlasrmont was maintained at a| hehalf of the Auto Mechanics 
steady leve. of around 14,000 scnaialtienan Sac 
i ¢ wear ese omeruet | 701 against the Chicago 

; Harry Fisher in the Circuit Court 
single month. 

Tolan the first half of nie | mente hee Seen aes by 
year the monthly average of | me Appellate court. The higher 
itis aed saleriss peid = se court handed down its ruling 
the same period last year the | day, in which Frederic Burnham 
monthly average was $698,605 | argued the case as counsel for 

“The ability of the company io the Chicago Automobile Trade 
maintain this steady manufactur- Asen., which was also repre- 
employment has been due, of chins, its attorney. ; 
course, to a considerably im- The original injunction sought 
proved market for automobiles,” and granted by Judge Fisher se 
said Curtice. “Throughout the strained the trade _ association 
no fluctuation in employment. 

Shortly after the 1934 models 
were introduced last December, 
the company swung into full 
rolls rose to 12,692 in January. In 
the following month there were | 
14,936 persons employed in the 
Buick plants and the monthly 
figure ever since. 

Layoffs Reduced 

“There were no _ considerable 
layoffs during the entire six | 
increases were made from time 
to time, to adjust the factories to 
production requirements. The | 
largest change was an increase of | 
while the largest decrease during 
the six months was one of slight- 
ly over 400 in March. 

“On May 12 we introduced a 
panded Buick’s market and in- 
creased volume. The result was 
that, where Buick’s manufactur- 
ing peak for the year might have 
company instead experienced its 
best production month in June 
with July schedules not far 
behind. 
created by the new car there is | 
reason to expect that Buick will | 
equal, in the second half of the | 
year, the excellent sales volume 
That, at least, is the goal of the | of this year, the total for that 
sales department. | period being 536,637 cars and 

“Should this volume be reached, | trucks, against 228,117 for the 
it will mean good employment for | same period last year. 


$ 953,231 | 


in | 
de- | 
con- | 





from influencing its dealer mem-| 


rolled from the assembly line at| 
River Rouge plant of the| 


000,000th Ford unit was not put| 
on display or started on a coun-| 
but went quietly} 


More than half a million of the | 
| Co., 


issues as lack of jurisdic- | 





| turers Export Assn., 


Mooney to Talk 
On “Our Stake 
Abroad” Monday 


New York, July 20.—James D. 
Mooney, president of General 
Motors Export Corp. and presi- 
dent of the American Manufac- 
will speak 
next Monday, July 23, on 
Stake in Foreign Trade.” 

His talk will be broadcast over 
radio station WEAF and the Na- 
tional Broadcasting Co. Red net- 
work. 

Mooney will be introduced by 
Harry Tipper, executive  vice- 
president of the American Man- 
ufacturers Export Assn., who was 
formerly active in the export 
business. 


| Austin Granted 


Permission to 
Resume Output 


Detroit, July z20.-R. O. Gill, 


| president of the American Aus- 


in Detroit for the week- 
that yesterday 


tin Co., 
end, announces 


Judge Schoonmaker of the West- | 
ern District of Pennsylvania gave | 


him and his associates permis- 
sion to continue the _ business 
until further order of the court. 


Gill is to submit a reorganization 


plan to the court within 90 days. | 


In the meantime he is making 
plans to go into production 
the Bantam almost immediately. 


This action of Judge Schoon- 


maker follows a recent ruling of | 


Judge Gibson, whose permission 
to continue only was of a tem- 
porary nature. Judge 
maker's ruling is 


sired. 


Stewart-Warner 


6 Months Sales 


Total 59, 000,000 ° 


| 1930—July . 


Chicago, July 20.—-Consolidated 


sales of the 


| $9,222,434 in the first six months 


Al- | 





| June 30, announced Hiter 


of this year as compared with 
$3,979,164 for the same period in 
1933, a gain of 132 per cent, 
Frank A. Hiter, vice-president 
and general sales manager, who 
released the figures, 
an increase of more than 250 per 
cent had been made in sales of 
the parent company, 
automotive equipment, 
refrigerators. 
Sales for the 


radios and 


quarter ended 
amounted to $5,180,712, as against 
$2,480,572 for the corresponding 
quarter last year. 


Move C ooper © Offic es 

Findlay, O., July 
offices of the Cooper Tire & Rubber 
will be moved from Findlay to 
Akron, Ohio, where they will be 
consolidated with the offices of the 
Master Tire & Rubber Co., of which 
the Cooper Co. is a subsidiary. The 
Cooper plant here will be continued 
in operation. 


| buying 
| confidence to invest in new auto- | 


| persons will also gain confidence 


| to buy used cars. 


| effects of any general increase in | 
questionably reflects the average 


“Our | 


| gains and the extent they will 





, business stops gaining or starts 


of 
| equal 


Schoon- | 
equivalent to} 
the go-ahead that has been de-| 


1928—July 


Stewart - Warner | 
| Corp. and its subsidiaries totalled | 


stated that | 


including | 


| Roadsters 


Phaetons 


20.—Executive | 
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Used Car Prices Hold Firm 


Due to Continued Demand 


(Continued from Page 1) 


flected among used car buyers. ; 
It stands to reason that when a 
large group of the automobile | 
public gains sufficient 
mobiles, a similar percentage of 
Since the used 
car buyers outnumber new car | 
buyers at least two to one, the 


demand for automobile transpor- 
tation will make itself noticeably 
felt among used car buyers. Un- | 
doubtedly, the fact that used car 
prices are showing very little | 
change, and in some instances of 
popular low-priced maodels have | 
recorded advances, can be attrib- 
uted to this condition. 

“While it is the accepted view- 
point among dealers that in- 
creases or decreases in the new 
car price should be immediately 
reflected in used car values, sta- 
tistics gathered by the associa- 
tion so far do not indicate this to 
be a fact. This viewpoint is 
based largely on a desire and an 
attempt to forecast values, and 
its general acceptance is due to 
the fact that prior to the adop- 
tion of the code method of deter- 
mining used car values, there 
was no basically sound and ac- 
cepted method of determining 
actual conditions nationally. 

“General economic conditions 
also have a bearing on the situ- 
ation. It must be conceded that 
we are entering a period of in- 
dustrial revival. Business_ in 
practically all lines is showing 
gains; employment is increasing. 
While the permanence of these 


continue may be questioned, it 
cannot be gainsaid that they do 
not exist in a noticeable manner. 

“Consequently, values in all 
lines are reflecting the improve- 
ment, and until such time as 


to recede, we are compelled to 
give consideration to it as a fac- 
tor in determining values. 

“A similar condition, greatly 
exaggerated, existed immediately 
following the War. Those deal- 
ers who were engaged in selling 
automobiles at that time will un- 
doubtedly recall that used car 
values appreciated markedly, and 
there were numerous instances | 
of certain cars selling second- | 
hand after a year’s use at prices 
to the existing new car | 





price. 

“The important point, however, 
is that N. A. D. A. through the 
co-operation and aid of thou- 
sands of dealers in all sections of 
the United States is statistically 
recording hundreds of thousands | 
of retail sales of used cars. These 


Dollar Volume 
of Sales 
S$ 1,608,718 
1,870,434 
4,255,735 
4,941,942 
4,466,279 
5,229,375 
5,386,674 
6,225,478 
5,533,556 
6,42 
7,093,675 
8,224,679 
$17,240 
392,007 


June 
1929—July 
June. 


GMD 5 neva s 
1931—July .... 

June..... 
1932—July .... 

June..... 
1933—July . 

June.. 
1934—J uly 

June 


Total, July . 
June 
Average 
Sales Price 
All Years 
$167.58 
240.90 
273.19 
243.03 


Volume 
of Sales 
$ 1,183,637 
8,005,642 
19,656,412 

316,186 


Coupes 
Sedans 


Budd Ww ‘heel Profit 


Philadelphia, July 20.—Budd/| 
Wheel Co. reports for quarter ended 
June 30, 1934, net profit of $89,432 
after interest, depreciation and fed- 
eral taxes, equivalent after dividend 
requirements on seven per cent pre- 
ferred stock, to eight cents a share 
on 990,675 no-par shares of common 
stock. This compares with net 


| lished 


sales are submitted by dealers 
and sworn to as correct. Conse- 
quently, they cannot be ques- 
tioned as to accuraey. 

“It seems logical, therefore, 
that when the compilation con- 
sisting of thousands of individual 
transactions submitted by new 
and used car dealers handling all 
makes of automobiles, produces 
a certain result, that result un- 


of the prices being paid by the 
public during the period covered 
by the report. 

“A report statement of 


is a 


| conditions and actions of a prior 


period. It must always be re- 
membered that we are reporting 
sales of a preceding period, and 
we do not indicate that the pub- 
averages represent cur- 
rent values. The Code merely 
establishes a dead-line based on 
actual reported sales beyond 
which dealers are not permitted 
to go. Freedom of action is left 
with the dealer to operate his 
business entirely as he sees fit in 
making lower allowances than 
the Code maximum. 

“In using the Official Guide, 
practically, the dealer should al- 
ways keep in mind the element 
of time which has elapsed since 
the report was compiled and also 
factors such as the season of the 
year, price advances or decreases, 
and in accordance with his judg- 
ment, make allowances to meet 
the conditions current at the time 
that the book is being used. 

“Bearing these factors in mind, 
it is readily apparent that the 
sales price which was actually 
the average based upon the top 
80 per cent of sales on a certain 
date has become a much higher 
figure relatively at the time 
when the book is being used in 
making appraisals. Consequently, 
it can safely be stated that the 
allowances which the dealer is 
permitted to offer the customer 
under the Code represents values 
which are amply high to repre- 
sent the worth of the absolutely 
clean, top-price merchandise. 

“Tt should be obvious that the 
practice of deducting merely the 
minimum Code deduction and al- 
lowing the net maximum on all 
cars is entirely unsound and can- 
not be justified either from the 
viewpoint of competitive condi- 
tions or public interest. The 
dealer who operates in this man- 


| ner not only jeopardizes his busi- 
| ness life but fails to consider the 


consumer.” 

The following table shows the 
comparison in used car selling 
values as reported in the July 
and June issues of the used car 
guide: 

Average 
Sales Price 
All Makes 

$100.99 

101.89 
146.63 
147.63 
216.41 
217.32 
289.07 
291.50 
388.94 
392.36 
512.21 
515.84 
651.18 


% Sales 
to Total 
14.0 
14.16 
25.6 
25.83 
18.2 
18.21 
16.4 

16.48 
12.6 
12.64 

12.2 


8,884 


$29,161 877 
33,112,849 


% of Unit % of 
Volume of Volume of 
Sales to Total Dollar Sales 
Roadsters 6.22 4.06 
Coupes 29.27 27.45 
Sedans 63.37 67.41 
Phaetons 1.14 1.08 
profit of $59,177 or four cents a 
share on common in preceding quar- 
ter and net profit of $16,036 or less 
than one cent a share on common 
in June quarter of previous year. 
For six months ended June 30, 1934, 
net profit was $148,609 after taxes 
and charges, equal to 12 cents a 
share on common, comparing with 
net loss of $287, 083 in first half of 
1933. 





Washington, July 20.—NRA| 
moved this week to simplify its | 
task of code administration and 
to strengthen and unify the rela-| 
tions between industry and Gov-| 
ernment. Its action took the| 
form of an announced intent to 
apply a new “general policy” to 
codes already in effect and oth- 
ers which now are pending ap- 
proval. Heretofore, each indus- | 
try and its problems have been 
given individual treatment. Code 
administration experience, how-| 
ever, has dictated that this prac- 
tice is unnecessarily complicated 
in that it ignores the circum-| 
stance that many problems are} 
common to all coded groups and 
susceptible to general handling 
and solution, 

In announcing its intent to ap-| 
ply a general policy, NRA gives 
assurance to coded groups that, | 
in those instances in which trade | 
practice agreements are encoun- | 
tering no difficulties, a minimum 
of disturbance for existing oon-| 
ditions is in prospect. | 

Changes will be made only in | 
those cases where study reveals | 
code provisions which are diffi- 
cult to administer or are not in 
harmony with the purposes of | 


| that 
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NRA Moves to Simplify 
Code Administration Work; 
Few Changes Contemplated 


the NIRA. Studies in this con- 
nection will be made by the di- 
vision of Research and Planning 


|and by the Deputy Administra- 
| tors representative of NRA in the 


application of the more than 450) 


existing codes. 
“The last thirteen months have 


| developed certain rules which are 


designed to give the best results 
to the greatest number in any 


industry,” says the NRA state-| 


ment explaining the new pro- 
gram. “Application of these 
rules or policies comprise practi- 
cal problems and not 
demands. Such action is contem- 
plated in line with the theory 
industry shall help itself, 
and it does not intend to unsettle 
a satisfactory situation for the 
arbitrary purpose of bringing an 
industry’s code in line with a 
rigid policy. 


arbitrary | 


| selves, 


“Deputy Administrators and the | 


division of Research 
ning will keep close watch on the 
administrative working of code 
provisions. 
numbe: of complaints from any 


and Plan-| 
| terest. 


An unaccounted for | 


group in industry, protests from | 


labor, small businesses, or con- 
sumers, will cause immediate in- 
vestigation by NRA to the end 
that the abuse may be corrected.” 


New York Dealer Body 


To Hold Show Jan. 5-12 


New York, July 20.—At a meet- 
ing of the board of directors of 
the Automobile Merchants Assn. 
of New York, Inc., held this 
week, it was unanimously voted 
to hold, under its auspices, the 
1935 New York automobile show 
from Jan, 5 to 12, inclusive. 

A show committee is to be ap- 
pointed at a later date. 

This announcement follows the | 
fortnight-old announcement of 
the National Automobile Cham- 
ber of Commerce that it is will- 
ing to turn the management of | 
the show over to the local dealer | 
body. 





The general feeling throughout 
the industry is that this change 
from NACC management to the 
local body will not lessen the in- 


always held as being the starting 
gun for the new sales year. Man- 


| port 


«(his was 
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19 
of 


University Michigan confers 


| 
| 


degree of doctor of engineering on| 


Henry 
into being an industry that changed 
the Flint Motor Co. 
sells its plant at Flint, Mich., to 
General Motors at a reputed price 
of $4,000,000. . . . Even back in 1926 
there was the rumor of a Ford light 
six which came on the heels of a 
price cut by Ford... . G. H. Ralls 
is made president of the Gabriel 
Snubber Mfg. Co. of Cleveland, suc- 
ceeding Claude H. Foster 
motive Equipment Assn. votes to 
spend $50,000 on a sales campaign 
for its members. 
1927 

Chandler and 
models. ... 


world.” 


Buick, 


nounce new Dodge in- 


Ford “whose genius brought | 


| 


Hudson an-| 


troduces Model 128, a four, at a new | 


W. C. 
furnish 


Durant 
necessary 


low of $875. ... 
vertises he will 


ing to start in business for 
providing they take Star 
franchise, Durant desiring no share 
of the profits, just six per cent in- 
‘ Paige-Detroit 

building its first plant in a 
jected $4,000,000 expansion. 

Detroit finds Sunday closing of 
tail salesrooms a flop, few dealers 
observing it. 


pro- 


1928 

June output set at 
Chrysler - Dodge merger 
nounced. . . . General 
opens an assembly 


421,000. . 
plans 

Motors 

plant 


an- 
Ex- 
at 


| Bombay, India. 


| ing 
Oakland 
terest the New York show has | a 


ufacturers are expected to plan | 


their production so as to have 


;}on a 


new models ready for exhibition | 


at the time the new show date 


rolls around. 


It is expected that the dates of | 


the two national shows, as well 
as those of the many local shows 
throughout the circuit, will ap- 
proximate the dates on which the 


' shows have been held in the past. 


Chrysler Dealer Retail 


Sales Set New Record 


Detroit, July 20.—Chrysler deal- 
ers set a new all-time high for| 
their deliveries of Plymouth cars | 
in the week ending July 14. They 
reported at retail in the United 
States 3,544 Plymouths, which ex- 
ceeds by 24 units the previous 
high attained in the week ending 
June 30. 

Together with the 3,544 Plym- 
outh cars, Chrysler dealers re- 
ported at retail 696 Chrysler cars, 
a total of 4,240 units for the 
week. This represents an _ in- 
crease of 10.1 per cent in Chrys- 
ler deliveries over the previous 





increase in Plym- 
outh deliveries of 11.1 per cent. 
The combined total is 204 per 
cent over the corresponding week 
of 1933 and more than three 
times the volume of the corre- 
sponding week of two years ago. 


week and an 


| Irving 


For the first 28 weeks of 1934, | 


including July 14, Chrysler deal- 
ers reported at retail 
81,023 units, Chrysler and Plym- 
outh representing an increase of 


deliveries | 


43.5 per cent over the 56,457 units | 


reported in the corresponding 28 
weeks of 1933 and of 89 per cent 
over the 42,859 reported in the 
first 28 weeks in 1932. 


Dodge Dicilaasd Sales 
Total 135,168 Vehicles 


Detroit, July 20.—According to 
latest reports, dealers of Dodge | 
Brothers Corp. have made con- 
siderable headway in advancing | 
passenger car and truck regis 
tration figures since announce-| 
ment of the 100,000th retail sale | 
recorded a few weeks ago. 

Since then, and up to and in- 
cluding July 14, 35,168 additional 
retail deliveries were reported, | 
making the total number of pas- 
senger cars and trucks sold so 
far this year by Dodge dealers, 
135,168. This latest figure, in 


79,120 
corresponding 
an in- 


comparison to the 
made during the 

period of 1933, denotes 
crease of 70.8 per cent. 

Of the 135,168 retail deliveries 
reported by Dodge dealers from 
Jan. 1 to July 14, 55,335 
Dodge passenger cars, 55,532 
Plymouths, and 24,301 Dodge 
commercial cars and trucks. 


sales 


were | 
| standardized 


| charges 


Sales by Dodge dealers for the} 


| week ending July 14 accounted | 


1929 


Linwood A. Miller elected presi- 


dent of Willys-Overland, with John | 


N. Willys as chairman of the board. 
. Washington officially announces 
that car and truck production for 
the first six months totalled 3,411,- 
151, a new record.... 
in Detroit, retires as 
Oakland distributor in Detroit, sell- 
the Richards-Oakland Co. to 
Motor Car Co. for a re- 
ported price of $1,000,000. In four 
and a half years Richards 


production 
brake 


Stewart - Warner starts 
new four-wheel 
power amplifier. 
1930 
First eight-cylinder 
Chrysler nameplate is announced. 
‘ Moto Meter out with a new 
hydraulic shock absorber. 
1931 
J. R. Francis, founder of Marvel 
Carburetor Co., of Flint, Mich., and 
a vice-president of Borg-Warner, 
dies. . . . Quaker State Oil Refining 
Corp. merges 19 independents. .. . 
L’Hommedieu, originator of 
automobile license tax law in this 
country, dies at Medina, N. Y. 
1932 
Essex Terraplane officially born, 
with Amelia Earhart christening the 
newcomer. 
Packard's vice-president 
charge of distribution and 
ceeded by M. M. Gilman. 
1933 
Call sent out for meeting of man- 
ufacturers of parts, replacements, 
accessories, shop equipment, service 
tools and chemical products, which 
eventually brought about the for- 
mation of the present Association of 
Parts & Equipment Manufacturers. 
. Chrysler gives a 10 per cent 
raise to 45,000 employes. .. . Chev- 
rolet adds 8,000 new men and Buick 
1,000. 


to 


in 
suc- 


as 


1s 


Code Committee 
To Open Capital 
Meeting Monday 


(Continued from Page 1) 
tributor from Detroit will act in 
his place. 

No advance information has 
been given out as to just what 
plans will be discussed at the 
meeting which takes 
fore the open hearing. It is un- 
derstood, however, that definite 
methods for enforcing the code 
provisions, with more or less 
approach 
various violation 
be sought. The 


in 
will 


cedure 


re- | 


G. A. Rich- | 
ards, who now is owner of the WJR} 
| radio station 


sold | 
| $28,000,000 worth of Oaklands. .. .| 


and | 


...» H. W. Peters resigns | 


ad- 


DETROIT AREA 


FACTORY EMPLOYMENT 


DATA_AS OF CLOSE OF MONTH 


DEC. 


ESTIMATED BY THE INDUSTRIAL OLPT-) DETROIT BOARD OF COMMERCE 


| Detroit Employment Gain 


Reverses July Trend 


Detroit, July 20.—The industrial 
employment index for the Detroit 


: | metropolitan area as compiled by 
capital for reputable salesmen wish- | 


them- | 


starts | 





bear a/| 


| M. 


| 


the Detroit Board of Commerce 
notes a sharp pickup in employ- 


ment for the first half of July) 
The | 


over the last half of June. 
jump is from 83.1 to 87.4, an in- 
crease of about five per cent. 


Usually at this time of the year | 


there is a slump in employment 


| in the first half of July, but this 
| year the 87.4 is 40 per cent better 


than the 62.4 of the same period 
last year. It is the best fortnight 
in July since 1929, 

The Board of Commerce re- 
ports that while industrial em- 
ployment took a rather sharp 


| drop the last of June, production 
| for the month was better than 
anticipated a month back. It 
notes that in the manufacture of 
automobiles and _ bodies, that 
while some moderate and some 
sharp declines were reported in 
June as compared with May, two 
of the plants reported increases. 
Production in all these plants was 
running ahead of June, 1933. 

Automobile parts makers and 
accessories manufacturers report 
production in June below May 
levels, although substantially 
above a year ago. Two of the 
concerns anticipated little change 
during July, while others look for 
decreases. 





Maintenance Men Unite 


To Form Self-Rule Plan 


Chicago, July 20.— Protesting 
against the suspension of the 
garage and parking code by NRA 
officials, and the refusal of Wash- 
ington to grant a code to the 
automotive maintenance trade, 
leaders of both divisions of these 


| trades are assembling the force of 


900 state and local garage and 
maintenance associations to 
formulate a program of _ self- 
government as a substitute for 
code regulations. 
call for a national trade recovery 
conference to be held in Chicago 
Sept. 11 to 14 is the first open 
move in the program to obtain 


recognition by NRA of these two | 


major automotive service trades 
composed of 80,000 institutions. 


As further evidence of deter- ' 


-C. E. Harwood to Direct 
Rusco Equipment Sales | 


Middletown, Conn., July 20.—G. | 
of the | 


Williams, president 
Russell Mfg. Co., has announced 
the appointment 
of C. E. Har- 
wood as sales 
manager of the 
Automotive 
Equipment Di- 
vision, H. J. 
Moore will si- 
multan eously 
become sales 
manager of the 
Industrial Belt- 
ing and Non- 
Elastic Webbing 
Divisions. 

Harwood received his 


C. E. Harwood 


B.S. de- 


| gree at Dartmouth in 1915 and 


| has 
| that 


| during the World War. 
nouncing the appointment Wil-| 


place be-| 


the 
since 


connected with 
continuously 


been 
Russell Co. 
time 
years spent 
In 


liams emphasized the importance 


|of a close relationship between 


and pro-| 


meeting is considered of high im- | 


portance, however, as 


for 2,393 Dodge passenger cars,| made at it may have considerable 


2,859 Plymouths, and 888 Dodge 
trucks—a total of 6,140 vehicles. 


bearing on the program for the 
coming year. 


decision | 


a 


the sales, manufacturing and en- 
gineering problems in industry 
today. 


Half Rate Tag Sale 


Lansing, Mich., July 20.—Frank 
D. Fitzgerald, secretary of state, has 
authorized the sale of license tags 
at the six-month rate to begin July 
~~ 


A country-wide | 


except for the two} 
in overseas service | 
an- | 


mination not to be “treated like 
school kids,” the International 
Garage Assn., representing 20,000 
storage garage and parhing ope- 
rators, and the National Auto- 
motive Maintenance Assn., repre- 
senting 60,000 maintenance serv- 
ice shops, have merged into the 
International Garage and Main- 
tenance Assn., thus making ope- 
rative the largest and strongest 
|}automotive service organization 
in the history of the automobile 
| industry. Don Herr, of Indian- 
apolis, is president of the com- 
bined organization, and Wm. J. 
Aitken, of Chicago, former presi- 
| dent of the I. G. A., is executive 
| chairman of the board of direct- 
ors composed of 202 operators 
throughout the United States. 





Plymouth Retail 
Sales 8,862 For 
Week of July 14 


Detroit, July 20..-Plymouth re- 
tail sales for the week ending 
July 14 again showed a large in- 
crease over the comparable week 
of last year, according to the 
corporation. A total of 8,862 re- 
tail sales were reported from 
dealers all over the country, an 
increase of 32.8 per cent over the 
1933 record for the same week. 
This was also an increase of 1.2 
per cent over the previous week. 

Shipments likewise were up 
|70.9 per cent over the previous 

| week, with 7,638 units having 
| been shipped during the week 
ending July 14. 


Chevrolet Freight Bill 

In 6 Mos. is $20,000,000 
| Detroit, July 20.—The country’s 
| transportation systems collected 
more than $20,000,000 in freight 
revenues from a single unit of 
| the motor car industry in the 
| first half of 1934, according to a 
|summary of freight tonnage is- 
| sued today by the Chevrolet 
| Motor Co. 

Chevrolet’s plants received and 
dispatched 2,111,798 tons of raw 
material, manufactured units, 
| and complete cars and trucks up 
ito July, it is revealed. 
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One sacred pledge we make our friends here and 
now. This publication, God willing and so long az it 
is in our charge, will never champion the cause of any 
individual or any corporation which is not for the best 
interests of the automotive industry as a whole. Nor 
will its columns be used to spread gossip or inflame 
prejudice. It will confine itself to the up-building of 
the tndustry it is pledged to serve, wholly through the 
dissemination of NEWS which te timely, authentic and of value. 
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Code or Chaos 


(Continued from Page 1) 


which represent the maximum that any dealer in that area can 
give a prospect for a certain make and model car. This value is 
based on the price that the public had indicated a willingness to 
pay for that make and model car. This was no idea handed to 
dealers by a so-called “Brain Trust.” It was the dealer’s own idea. 
By giving legal status to such a pact the government went far be- 
yond the dealers rosiest dreams. 
between a loss on each used car accepted in trade and a possible 
profit. 


How well it has worked may be discerned from the figures now 
drifting in from scattered communities. No national figures are 
available as yet. In San Francisco during the first six months of 


this year the average loss on used cars has dropped from $63 in 1933 | 


to $29 this year. In Philadelphia during the first four months of this 
year losses declined from $39.12 a car to $8.49 a car. In Baltimore, 
we understand, losses have been cut from something like $40 a car to 
$1 a car. The figures vary with communities, but the story remains 
the same. Throughout the nation the automobile dealers are lifting 


themselves from a state verging on pauperism, to a position of liquid, | 


businesslike organizations. 


Now, in all fairness, we would ask any manufacturer: “Would you rather 
have your cars sold by a dealer, whose financial position in his city or town 
is beyond question, whose integrity is beyond reproach, who can guarantee 
to his customers that he will be in business at the old stand years after they 


have made their purchase, ready to help them in any way, or would you | 


rather sell your cars (or try to) through a dealer verging on bankruptcy, a 


dealer who is looked upon with suspicion by his fellow townsmen, a dealer | 
who will resort to subterfuge, and other forms of more evident dishonesty | 


to make a sale?”” The answer would seem obvious. 

Granting that the dealer must shoulder a fair share of the respon- 
sibility for the predicament into which he was thrown before the 
code came to bale him out, there can be no gainsaying the fact that 
manufacturers in their race for volume greased the rails upon which 
the dealer slipped into the depths. 


dealer floor and generally disrupted both new and used car market, 
were among the tactics employed. Volume was the king, before him 
all subjects salaamed or were slamed—in many cases, both. 

In the first six months of this year and the last half of 1933, fac- 
tory production showed a marked 
twelve-month period. 
of 1927, 28 and 29. Nevertheless, during the past twelve months fac- 
tory profits have shown a substantial increase over the earnings dur- 
ing the real depression years. It is to the credit of these manu- 
facturers that they have been able to show reasonable profits on a 
curtailed production, 


As we view the picture, future profits to the manufacturer depend largely | 


upon increased volume. But sustained increased volume we submit depends 
upon a strong virile dealer organization. A strong virile dealer organization, 
we further submit, depends upon rigid adherence, by all dealers, to the 
marketing rules, particularly those covering used car transactions of the 
dealer code. The manufacturer who urges or condones code violations by 
his dealers in interest of factory volume, we believe, will find his gains 
only temporary. It is barely possible, that strict adherence may on the 
other hand result in a slight curtailment of volume. To date this has not 
proved to be the case and we are confident that if it should prove true it 
too would be only a temporary manifestation. 
The manufacturers’ code expires this fall. 
provisions for marketing. The dealer code will continue until next 
year with the likelihood that it will be extended by request. We 
believe that it is every manufacturer’s duty, if for no other than 
selfish interest, to throw the full weight of his influence over his own 
dealers in support of the dealer code. The dealers are the footstone 
or pedestals upon which our industry can rise to greater heights. 
Our rise can be increased or limited only by the strength or weak- 
ness of the dealer. 
to glut himself on volume is likely soon to find himself suffering 
from an acute case of merchandising gout, which he well deserved. 
Automotive Daily News is pleased to consider itself a manufac- 
turers’ paper as well as a dealer paper, For that reason we feel that 
it is not only our right, but our duty, to urge every manufacturer to 


instruct his field men and dealers to abide by the terms of the dealer 
The code vio- 


code, even resorting to cancellation where necessary. 
lator is a law breaker. We do not feel that any court in the land 
would hold a manufacturer to a contract which would make him 
indirectly a party to an offense against the government. Without 
maker support, the Dealer Code will fail. It is code or chaos, 





To him it meant the difference | 


| ever, 


Crowding cars, unwarranted, or | 
perhaps better say, ill-considered price slashes, introduction of “new” | 
(the quotes are used advisedly) models, which obsoleted those on the | 





| completed in spare time. 
| for more free hooey! 
increase over the preceding | - 
It did not, however, reach the hey-dey period | 


It, however makes no | 





The manufacturer who would ruin his dealers | 


FREE 
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By Cliff Knoble 





Ww. HAVEN’T any right to 
squawk. We had no sym- 
pathy for the horse when a ma- 
chine took his job. 
cg * * 
Sentences Never Seen in An 
Automobile Ad: 

“And power—say, brother, this 
car is so powerful that you can 
slide the rear wheels every time 
you touch the accelerator. Just 
look at the rear tires on the cars 
of our new owners. Smooth as 
a billiard ball. There’s power for 
you.” * * * 

IF A BLEND is a “mixture,” 
that may explain its confusing 
effect on a driver. 

a * * 

IT’S A GOOD THING that auto- 
mobile prospects do not have the 
gall of a foreign debtor. If they 
did, they’d pay for the old car 
on condition that they be loaned 
enough to buy a new one. 

* * * 


A “RUGGED INDIVIDUAL- 
IST” is a fellow who drives 
through a red light without 
sneaking a look into the rear- 
view mirror. 

* Bo ok 
Nominations for the Most Useless 
Thing in the World 

“No Speeding” signs on the 
road to ruin.—Ezra Tinkyfizzle. 

* * * 

A PECULIAR THING about 
traffic accidents is that the grav- 
est injury is usually suffered be- 
fore the accident happens. Some- 


one loses his head. 
* ae ca 


DAFFY DEFINITIONS 
CENTER OF GRAVITY—The 
tail-end salesman, when the boss 
announces that the force must be 
reduced. 
* * ca 
IT’S GETTING SO that about 
the only way a man can enjoy 
any feeling of independence what- 
is by driving a _ five-ton 
truck. 
a cd a 
CORRECT THIS SENTENCE: 
“T want to trade in my old car, 
and I don’t expect to get any 


more than it is worth.” 
a * a 


IT MUST BE A CINCH to sell | 


stop lights. All they require is 
a mean enough cop and they'll 
pay their cost every month, 

Bo * a 


Improbable Advertisements 
Learn to Sell 
Pleasant work, big pay. We 
teach you by mail. Course easily 
Write 


1+” 
ELMER CLAPSADDLE, our 
genial harness-maker, avows, 
b’gosh, that the day’ll come when 


| horse sense will again be a durn 


sight more important than horse 


| power. 


* * 


When the lady who calmly ig- 
nored your horn, 

Impales you with glances of blaz- 
ing scorn, 

As you finally pass—and all un- 
aware 

Of the car ahead, as she turns 
to stare, 

She smashes right into its inno- 
cent rear— 

My gosh, don’t you just want to 
stand up and cheer? 

* a a 


THE NATIONAL Broadcasting 
systems have overlooked one of 
the most entertaining, humorous 
programs obtainable in an hour 


| or two each week devoted to the 


didoes of Congress. 
* 


* * 


AN OPTIMIST is a salesman 
who brags about how few sales 
he lost, as a result of having no 
prospects at all. 

a cg * 

IT TAKES AN EXPERT to 
make a hard job look easy. Which 
may explain why the boys who 
sprawl around the _ salesroom 


| think so well of themselves, 


Automobiles! | 
| 


| 
| 
| 


In This 








An important assembly operation; with a power plant 
nothing can stop us. 


Corner 


The views expressed in this column are those of our readers 


a aan br oe ar cae as 
are invited to use this space for voicing or . 
Anonymous contributions will not be accepted but confidence will 
be observed upon request. 


Keeping ’Em Sold 

Being of a natural inquisitive na- 
| ture and wishing to check my own 
| automobile buying experience with 
that of others, I have just inter- 
viewed ten automobile owners as to 
why they are driving their present 
make of automobile, if their auto- 
mobile now is the same make as they 
| drove previously and if not, why did 





they change. 

Five of those interviewed were 
| friends of mine; five were total 
| strangers. They live in all parts 
|} of the Minneapolis trade territory 


and each drive a different make of 
automobile. 
This is what started it: 

I had bought and was paying 
about $43 a month on an automobile 
which cost approximately $820. One 
night at midnight, when I had only 
two payments to make until the con- 
tract would be completed, I was 
taken critically ill, and rushed to'a 
hospital, A few hours later I un- 
derwent a major operation. I had 
two special nurses, one for the day- 
time, another at night, and this 
expense added to an extremely high 
hospital bill took all the ready cash 
I had. Fortunately I was resting at 
home again when the date I was to 
make the next to last payment on 
my automobile fell due. I asked 
for an extension. The finance com- 
pany, which was not in any way con- 
nected with either the manufacturer 
or the dealer, gave me 24 hours to 
bring my account up to date, told 
me they had never heard of such a 
senseless request and _ absolutely 
threatened me. This, in spite of the 
fact that every previous payment 
had been made not later than 24 
hours before it was due. 

Despite my weakness I went down 
to the finance company headquar- 
ters the next day and finally was 
permitted to see the local manager. 
I told him about my talk with some- 
one else at his office the previous 
day and tried to explain to him 
that all I desired was a concession 
of a week or ten days and that my 
plea was based on conditions which 
had come up and over which neither 
he nor myself had any control. 





} 


After a lot of hemming and haw- 
ing and a lecture on the sacredness 
of a contract he reluctantly agreed 
to a six-day postponement of this 
payment—but that it would cost me 
$5 additional. I asked why and he 
stuttered around saying that $5 











would just cover the added expense 
of bookkeeping and other expenses 
incidental to postponing my pay- 
ment. I accused him pointblank of 
being a liar, telling him that the 
additional $5 would go in his own 
pocket and that he was just trying 
to make me the victim of his racket. 
I took a long chance in making this 
accusation but I must have been 
right. He told me to forget about 
the $5. I became so disgusted with 
my treatment by this finance com- 
pany that I went out and borrowed 
the amount of the payment and had 
it delivered to the manager just as 
he stepped into his office the next 
morning. The manager knew I held 
a good position, was getting paid in 
full while in the hospital and while 
recuperating and that my credit rat- 
(Continued on Page 13, Col. 1) 
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UST HOW MUCH the automo- 

tive industry is to be given 
credit for re-employment, the 
gains in retail merchandise sales 
and the records of profits for the 
first half of 1934 which are be- 
ginning to percolate through the 
financial columns of the daily 
press is perhaps best illustrated 
by a typical story such as Harlow 
H. Curtice, president of Buick, 
handed out at Flint yesterday. 

a * 7 


MOST OF YOU KNOW that 
cities like Flint, Pontiac, Lansing, 
South’ Bend and Kenosha are 
more directly dependent on the 
manufacture of automobiles than 
is Detroit. True, we have here 
in the world’s motor capital a 
very large number of suppliers 
who in the aggregate employ 
probably as many men as are 
engaged in the direct fabrication 
of motor vehicles. Still Detroit 
led the world in the manufacture 
of stoves, pharmacuetiaal sup- 
plies, varnish and (believe it or 
not) CIGARS, long before the 

(Continued on Page 10, Col. 1) 
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Oxcx the Ford buyer was a fellow who had to have 






transportation and couldn’t afford any other car. But that 

















picture has been changing since 1928. And Fords have been 





parked in the snootier places by the best families—so much 






so that you’d think nobody but the Stuyvesants were buying 


IN DISTRICTS OF FAMILIES REACHED By - . , 


CJ 9 PAPER A PAPER B 


Over $9,000- 2.7% 


$6,000-8 999. 12.0%, 


them. So we decided to find out who was buying Fords in 





New York City by putting the Ford sales under the 







microscope. 
In 1933, Ford sold 9,301 cars in this market. To the 
Park Avenue rich? The East Side poor? Or just the Joneses? 


Well, they all bought some. To get right down to dots, 






the gold crust in over $9,000 districts gave only 2.7% of 


sales—bought less than three Fords of every hundred sold. 





55.9% 5 T en . a 
5.3% The well-to-do ($6,000-$8,999 districts) gave 12.0% of 





sales. But the rather ordinary folks ($1,800-$4,499 districts) 
gave the majority sales, bought sixty-eight of every hundred 
Fords! Which recalls the old adage that you can get 
majority car sales only from the majority! 

Practically all Fords sold in New York are eights 
which account for 96% of sales. The middle-incomed 
districts furnished majority sales for both models—took 
68.6% of the eights and 70.5% of the fours: The same 
districts are your big customers, too! 

Does Ford advertising go where Ford buyers are? The 
slides tell all! Notice particularly The News. It is the only 
paper putting majority selling effort where majority sales 


come from! 


New York is a bigger car market—but not a harder 


market, if you sell it right. Most folks in New York are the 









same sort of people they are everywhere. They want cars 





$1,800-4,499 -68.7 % 


Under $1,800-5.7 % 


for the same reasons anybody wants them. As in every other 
market, the ordinary folks are your best customers! 

You reach most of them through The News—and only 
through The News! It puts most of your advertising in the 
neighborhoods which give you most of your sales. It also 
reaches more rich and well-to-do than most of the so-called 
class papers! It does a more comprehensive selling job, 
gives greater distribution, enlarges your sales opportunity 
and diminishes your sales expense! If you want more 


customers in New York, The News is your first medium! 
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THE INQUIRING REPORTER 


sero 


Today’s Question 


In what way can manufacturers co-operate with dealers to 


help them get full benefits from dealer code? Do any 
present factory policies conflict with dealer code compliance? 


>see 





Frank S. Arndorfer, president Arndorfer Bros. Inc., De Soto-Plym- 
outh dealers, Milwaukee, Wis.: “Manufacturers can co-operate with 
dealers in helping them get full benefits from the marketing provis- 
ions of the dealer code by firing all dealers who fail to render proper 
service and over-step the code, thereby making it difficult for legiti- 
mate dealers to do a profitable business. Present factory policies do 
not in the least conflict with dealer code compliance.” 

cK * 6 


August Johnson, Transport Corp., Hudson-Terraplane dealers, Se- 
attle, Wash.: “Manufacturers themselves should comply with the 
code in this state. Their bidding for government business at dis- 
counts greater than those allowed to dealers is unfair competition 
and disheartening to dealers. Such selling should be through dealers 


at regular prices.” 


* * * 


David J. Sutton, president-treasurer David J. Sutton, Inc., Ford 
dealer, Milwaukee, Wis.: “Manufacturers can best aid the dealer to 
get complete benefits from the code’s marketing provisions by not 
forcing new cars on the dealers. Do not consider that any present 
factory policies conflict with dealer code compliance.” 


+ * 


B. L. Cocklin, general manager, S. L. Savidge, Inc., Seattle, Wash.: 
“Manufacturer co-operation is O.K. at this time. Factory selling to 
governmental agencies is directly opposed to our code.” 

we o* * 


* 


J. B. King, King-Braeger Co., Chevrolet dealers, Milwaukee, Wis.: 
“If manufacturers would refer to the petition now being circulated 
for presentation to F. W. A. Vesper, president of the National Auto- 
mobile Dealers Assn., and be governed by its contents, it would ma- 
terially assist in aiding dealers to get full benefits from the market- 
ing provisions of the code. My experience with my factory shows 
that the manufacturer is more than anxious to co-operate with the 
dealer code, and is feeling the effects of it.” 


Joseph B. Trew, Trew Motor Co., Dodge dealer, Washington, D. C.: 
“It seems to me that factory co-operation might most effectively take 
the form of insisting on full compliance of their dealers with the 
code. This insistence, of course, could be enforced only by the pen- 
alty of cancelling contracts of non-conformists. With respect to 
factory policies acting as obstacles to code compliance, I know of 


nene.” 


* * * 


F. R. Collins, sales manager Sullivan Motor Co., Ford dealers, 
Minneapolis, Minn.: “I consider the code the salvation of the dealer. 
I believe that manufacturers should insist that dealers adhere 
strictly to the code, and that this requirement should be inserted in 
the dealer’s contract in the form of an agreement between the man- 
ufacturer and the dealer.” 

* * * 

Harry I. DaFoe, DaFoe Motor Co., Hudson-Terraplane dealers, 
Minneapolis, Minn.: “The code lies entirely in the hands of the 
dealers at present, and they should co-onerate to the fullest degree 
with the trade associations and obey their codes. As far as I kno 
and can visualize, the manufacturers have done all that has been 
asked of them.” 

* 

S. W. Daniels, sales manager, Triangle Motor Co., Cadillac, LaSalle 
and Olds, Minneapolis, Minn.: “I think it is up to the dealers them- 
selves to see that the code is enforced in their community. The 
manufacturers could revoke the dealer’s franchise after two or three 
infractions of the code.” 


* * 


a 


Stanley H. Horner, Stanley H. Horner, Inc., Buick dealer, Washing- 
ton, D. C.: “The greatest co-operation manufacturers could give to 
enable dealers to gain the full benefits of the latters’ code would 
take the form of insisting their own retail representatives conform 
to all code provisions. The factories should let it be known that they 
expect code compliance on the part of their dealers, and they expect 
to see that it is given. Were that to be established as a factory 
policy the potential benefits of the code could be obtained even 
though there were no NRA. I know of no factory policy that con- 
flicts with dealer compliance unless it be the negative one of non- | 
insistence upon compliance.” 

* 

F. S. Pohanka, Pohanka Service, Oldsmobile dealer, Washington, 
D.C.: “The factories could co-operate most effectively as far as the 
dealers’ code is concerned by demanding that their retailers live up 
to the code 100 per cent, with special emphasis on the used-car 
allowance provisions. As far as I am aware, no factory is in conflict 
with dealer compliance with the dealer code.” 

oe * a” 

Frank A. Callan, Callan Motors, Franklin and Reo dealers, Wash- 
ington, D. C.: “The dealers’ code certainly needs the support of the 
manufacturers. This support could best be given by factory insist- 
ence that dealers abide by all provisions of the code. 
factories to make known a definite policy of cancelling the contracts 
of non-conforming retailers, it would constitute a whip that would 


oe * 


* * 


keep the latter in line and assure the procurement of the major | 


benefits that can be derived from the code.” 
+* + ca 


T. D. Davies, Davies-Kurz, Inc., Chevrolet dealer, Seattle, Wash.: 
“Manufacturers could support the dealer code by energetically in- 
sisting that their dealers live up to it, and put pressure on their own 
dealers as they are in a position to do so effectively. The policy of | 
airect sales to Federal, state, county and city governments at prices | 
lower than we pay is in conflict with our code.” 

* * « 


A. F. Blangey, Blangey Motor Co., Ford and Lincoln dealers, Seat- 
tle, Wash.: “Manufacturers certainly can insist that their own deal- 


Were the | 


29 New Members 
Are Included in 
Rolls of M.E.W.A. 


Chicago, July 20.—An increase 
of 29 new members within recent 
weeks was today reported by the 
Motor and Equipment Whole- 
salers Assn., through B. W. Ruark, 
general manager, who added 
that the rate of membership gain 
established in 1932 and 1933 is 
being continued this year. 

Twelve states are represented 
in the newest additions to the 
MEWA roster, with Tennessee 
contributing six members; Wis- 
consin and Louisiana, four; 
Pennsylvania and New Jersey, 
three; New York, Massachusetts 
and Mississippi, two, and Ohio, 
Alabama, Virginia and Kentucky, 
one each. 


Ruark returned here from Co- 
lumbus, O., where he addressed 
the wholesalers and maintenance 
men’s sections of the Ohio Auto- 
motive Assn. meetings. With 
Walter Lawrie, assistant general 
manager of the MEWA, he also 
participated in the organization 
meeting of the West Virginia 
Automotive Wholesalers Assn. at 
Charleston, W. Va. Speaking at 
the Columbus meeting, Ruark 
analyzed the more intensive com- 
petitive conditions in the jobbing 
industry and the importance of 
jobber services in aiding car deal- 
ers and maintenance men to op- 
erate more profitably. He pointed 
out the need for improved sales 
and merchandising appeal to the 
car owner on the part of inde- 
pendent maintenance outlets in 
order to retain the considerable 
volume of business now going to 
various types of specialized retail 
outlets, such as oil and tire serv- 
ice station. 

“There is a definite tendency 
among jobbers to become more 
efficient in their purchasing oper- 
ations, recognizing that ‘goods 
well bought are half sold’ has one 
meaning when applied to well 
known merchandise sold in com- 
petition with unkown goods, but 
an entirely different meaning 
when well known merchandise is 
sold by one institution or one 
type of distribution in competi- 
tion with identical merchandise 
when sold by other types of dis- 
tribution,” said Ruark. 

“There is also a definite ten- 
dency on the part of jobbers to 
exert a greater degree of control 
over their own business, relying 
more upon their own resources 
and less upon those resources 
and policies projected from the 
outside.” 


Graham’s Sales 
For June Total 


Detroit, July 20.—-Sales to con- 
sumers by Graham-Paige Motors 
Corp. in June were 70 per cent 


ecutive vice-president, announced 
today. 

Total sales of Graham cars, in- 
cluding export, in June were 2,157 
units, as against 1,277 units in 
June, 1933. The June total also 
represented an increase of 15 per 
| cent over the 1,883 Graham cars 
sold to consumers in May, indi- 
cating that the peak volume for 
the current year had not been 
reached at the close of June. 
| Graham sales volume in the 
| first six months of 1934 ending 
June 30 totalled 11,455, which was 
210 units more than total sales in 
| all of 1933. 


| 
| 


E. W. Wicklund 

Kenosha, Wis., July 20.—E. W. 
Wicklund, 48, superintendent of the 
drop forge department of the Nash 
Motors Co., died July 13 at a local 
hospital. He entered the employ- 
ment of the Jeffrey Co. and con- 
tinued on with the Nash Motors 
Co., serving as superintendent of 
the drop forge department for many 





ers comply with the marketing provisions of the dealer code, and 
thereby be of great assistance to code administration.” 





years. He is survived by his widow 


and two sons. 


2,157; 70% Gain 


| cidents, saying that public safety 


greater than in the same month | 
| last year, Robert C. Graham, ex- | 
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| the state emergency relief admin- 
| istration safety division has re- 
| ported to the executive commit- 





Canadian Dealers Show 
Interest in Retail Code 


Seattle, Wash., July 19.—Cana- 
dian dealers are interested in the 
code that has been adopted by 
the motor vehicle industry in the 
United States. They like its pro- 
visions and would like a similar 
code of their own. 


This is the information brought 
back by Floris Nagelvoort, who 
conducted meetings in Victoria 
and Vancouver, B. C., recently. 
Nagelvoort is code administrator 
for the state of Washington. He 
is also former president of the 
Nation Automobile Dealers Assn. 
and a close student of the code 
and its application. 

Regarding the desire for a code 
in Canada, Nagelvoort said: “To 
show the interest that others out- 
side of the United States are tak- 
ing in our Code, I received an 
urgent request from the Vancou- 
ver, B. C., Motor Car Dealers 
Assn. to meet with them and to 
explain the provisions of the 


Sales at Retail 





For Hudson Hit 
26,989 In 5 Mos. 


Detroit, July 20.—Retail sales 
of Hudson Motor Car Co. in the 
United States for the five months 
ended May 31, 1934, registered an 
increase of 120 per cent compared 
with the corresponding period of 
1933. The second largest gain of 
any unit in the industry, based 
upon a percentage basis, accord- 
ing to figures made public by the 
company. 

Official new car registration 
figures, including both Hudson 
and Terraplane cars, show actual 
domestic sales of 26,989 cars for 
the five months ended with May, 
compared with 12,251 cars sold in 
the United States in the corres- 
ponding period last year. Based 
upon the above figures, Hudson’s 
proportion. of total sales for the 
entire industry was equal to 3.5 
per cent of the total as against 
2.4 per cent in the first five 
months of 1933. 


30 Minnesota Cities 
Organize Safety Groups 
Minneapolis, Minn., July 20.— 

Thirty Minnesota cities of the 32 

with populations above 5,000 have 

organized public safety commit- 
tees, C. H. Zealand, director of 


tee of the state safety council. 


Zealand reported on the state- 
wide campaign against traffic ac- 


committees are acting in 75 


counties. 





| fly-wheel 


De Sotos Set New Speed Marks 


Motor Vehicle Retailing Trade 
Code. As soon as the Victoria 
group learned of this they also 
requested that I go there for the 
same purpose. 

“Both at Vancouver and Vic- 
toria all of the dealers and their 
salesmen were present at dinner 
meetings and many interesting 
and involved questions were 
brought up. Dealers on the other 
side of the line are very envious 
of those in the United States who 
now have some measure of pro- 
tection on used car trade-ins. 
Canadian dealers are very anx- 
ious to have a code, as they real- 
ize the great value that the auto- 
mobile dealers of the United 
States are deriving from ours. 
They recognize the fallacy of 
local agreements and that the 
only protection that can be as- 
sured is through governmental 


| supervision.” 


GM Truck Has 
New 5-Tonner 


At $2,135 Base 


(Continued from Page 1) 
a truck in the five-ton range and 
the truck itself is announced as 
including every improvement 
and refinement that has been ad- 
ded to the medium duty line this 


year. 
The T-46 is powered with 
GMC’s “331” engine, which de- 


velops 94 h.p. at 2,500 r.p.m. (gov- 
erned speed), and 230 ft. Ibs. 
torque at 800 to 1,400 r.p.m., 
which assures ample power, com- 
mensurate with the truck’s load 
capacity. Engine features include 
dual V-pump and fan drive, stel- 
lite seats for the exhaust valves, 
down-draft carburetion, counter- 


weighted crankshaft, harmonic 
balancer, three-point rubber in- 
sulated engine suspension, AC 


Triplex air cleaner, and others. 
Clutch is of the double disc mul- 
tiple spring type, moiinted in the 
housing on ball bear- 
ings, and transmission is of the 
four-speed, heavy duty truck 
type. A _ five-speed overdrive 
transmission is available at extra 
cost, or an underdrive type with 
helical gears that furnish silent 
operation in the most frequently 
used speeds. 

Extra strength has been built 
into every part of the truck-de- 
signed and truck-built construc- 
tion, it is said. Cab equipment 
for this line is the same as that 
on the T-43. Gasoline tank has 
a capacity of 23 gals. and the 
battery, of 119 ampere-hour ca- 
pacity, is provided with a safety 
cover. 





An Airflow De Soto coupe and sedan have established 29 new AAA 
speed records in their class and three records regardless of class, 


according to officials of the corporation. 
Muroc Dry Lake near the Mojav Desert in California. 


The runs were made at 
The coupe 


averaged 86.23 m.p.h. for five miles, and the sedan 74.74 m.p.h, for 


2,000 miles. Above, standing, left 


driver; Harry Hartz, race driver; A. 


to right, are Tony Gulotta, race 
C. Pillsbury, AAA regional direc- 


tor who supervised the tests, and J. J. Palmer, of the De Soto Corp. 
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PETS m-taild itil meal: Mull 3 
highly perfected Piston on the market 
always has been and still is the 
Strut Type Nelson Bohnalite Piston. 


BOHN ALUMINUM & BRASS CORPORATION 
Detroit, Michigan 
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forecast results. We'll bet, how-| and practical ideas have already 


th Dimension 


The News of Automotive Advertising 
By RAY BLACKWELL 





ere was made today by Henry T. 
Ewald, president of Campbell-Ewald Co., advertising 
agency, of the appointment of R. K. White as a member 


of the organization. 


White is widely known in automotive circles, coming to 
Campbell-Ewald from the Pontiac Motor Co., where he 


was Eastern sales manager. 


B. O. P. organization White was in charge of Pontiac sales 
oO 


and previous to that was Eastern 
sales manager of the Oakland 
Motor Co. 

Prior to joining Pontiac, White 
was for six years with the Chev- 
rolet Motor Car Co., holding suc- 
cessively the positions of sales 
promotion manager, zone man- 
ager, and advertising manager. 
His other connections with Gen- 
eral Motors include service with 
Delco Light, and Frigidaire at 
Dayton, O. R. K. White in his 
new position will contact the 
Pontiac Motor account, 

* 4 a | 

STUDEBAKER CHAMPIONS |} 
are on the air—and how. Start- 
ing with the evening of July 9 
Studebaker enters upon one of 
the most far-reaching series of 
broadcasts ever put on by any 
commercial sponsor—a _ coast-to- 
coast hook-up on both the na- 
tional radio chains. 

Richard Himber and his Stude- 
baker Champion orchestra, sup- 
ported by Joey Nash are heard 
every Monday evening over the 
basic red network of the Na- 
tional Broadcasting Co. between 
7 and 7:30 p.m., Eastern Stand- 
ard time, and from 9 to 9:30 Pa- 
cific Standard time. 

On the following evening, Tues- 
day of each week, the Studebaker 
Champions again step up to the 
microphone with another pro- 
gram, this time the music and 
songs going out to the nation via 
the Columbia Broadcasting Sys- 
tem. The Tuesday programs are 
on the air 8:30 to 9:30 p.m., East- 
ern Standard time and 7 to 7:30 
p.m., Pacific Standard time. 

+ * * 


WHILE ON the subject of 
radio a great deal of credit should 
be given the Columbia Broadcast- 
ing System for one of the most 
comprehensive and _ interesting 
surveys that has come our way 
for some time. 

Current sales of twenty dif- 
ferent commodities ranging from 
shoes to motor cars were analyzed 
and the percentage of the total) 
production absorbed by each of 
six major income groups (rang- 
ing from incomes of over $10,000 
to under a $1,000) determined. 

Of special interest to motor car 
manufacturers and dealers are 
the figures showing the percent- 
age of sales in each price group 
to the various income classes. 
For example more passenger cars 
priced under $1,000 (42 per cent 
of the total) are bought by fami- 
lies living on less than $3,000 a 
year than by any other income 
class. 


A unique feature of the study 
is that the statistical data were 
furnished to Columbia by those 
actually engaged in marketing 
the merchandise; 199 manufac- 
turers, distributors and dealers 
representing twelve important in- 
dustries contributing to the final 
figures. 








* * * 


EVERY MOTOR car salesman 
can tell you that one of the most 
effective means of getting “Dad’s” 
signature on the dotted line is to 
line up his enthusiastic young 
son. Plymouth Motor Corp. is 
helping its dealer organization ac- 
complish this by an unusual ad- 
vertising campaign in a list of 
boys’ publications. The campaign 
takes the form of an essay con- 
test with 33 cash prizes ranging 
from $100 to $5. The boys, in 


order to participate, must first 
contact their local dealer for in- 
formation and the awards will 
likewise be made through the 
local dealer. Thus, Plymouth deal- 


During the existence of the 


ers are daily brought into contact 
with prospects that might never 
come near their showroom. 


The entire campaign has been 
thoroughly merchandised to the 
dealer organization so that it may 
effectively capitalize on the inter- 
est which the contest creates. As 
the first advertisement does not 
appear until August, it obviously 
is impossible to do more than 
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— there’s no room for debate 
as to the importance of conscien- 
tious, highly-skilled handling of 
the steel during manufacture. 
Only a highly-developed melt- 
ing practice under the closest con- 
trol can turn out regularly, heat 
after heat, steels with an inherent 
fine grain, insuring that they can 
be heat-treated to give the combi- 
nation of strength, ductility and fatigue 


RENGT 





selected for propeller shaft steel 
—S. A. E. 3135, or high-man- 


ganese, or some other analysis 


ever, that not only will many 

new prospects be uncovered, but 

the campaign will build a lot of 

valuable good will among tomor- 

row’s buyers. 
* * * 

THAT THE DEALER’S opinion 
is becoming increasingly impor- 
tant in advertising is evidenced 
by the decision of C. P. Fisken, 
advertising manager of Chevro- 
let, and “Bud” Berend, Pontiac’s 
ad chief, to make advertising con- 
ferences between dealers and fac- 
tory offieials a regular monthly 
feature. 

Due to the success of earlier 
meetings of this character each 
month hereafter dealers will be 
invited into the factory to discuss 
with officials the various phases 
of their corporation’s advertising. 

The dealers are selected from 
various sections of the country, 
from small as well as large deal- 
erships and with varying length 
of service with the corporation 
so as to give an accurate cross 
section of opinion. 

Criticism and suggestions are 
freely invited and many helpful 














resistance so essential in propeller shafts. 
In the Bethlehem Alloy Steel Plant melting 
is subject to rigid control, and close liaison 


is maintained by Bethlehem metallurgists 


BETHLEHEM 7c ALLOY STEELS 


developed from the conferences 
held to date. 


Court Decides Dayton 


Buses Must Be Licensed 


Dayton, O., July 20.—Common 
Pleas Judge E. T. Snediker, 
Thursday, found that the rubber- 
tired, electrically-powered buses 
operated over the Dayton Street 
Railway lines are not “street 
cars” in the popularly accepted 
meaning but rather that they 
come within the meaning of the 
law which makes them subject 
to an automobile license the 
same as any other motor vehicle. 


The matter came before Judge 
Snediker when the Dayton Street 
Railway Co. asked for a perma- 
nent injunction against Harold 
Culbert, chief inspector of the 
motor vehicle commission for 
Ohio; the sheriff of Montgomery 
County, chief of police of Dayton, 
and others, to enjoin them from 
collecting a license tax for the 
operation of the buses or from 
arresting its drivers. 


SS 


Bethlehem 


to the job. 


between the customer’s plant, 


Await Completion 
Of Reorganization 


Plans at Franklin 


Syracuse, N. Y., July 20.—One 
or more plans for purchase of the 
assets of the H. H. Franklin 
Mfg. Co. by new interests, and 
the resumption of production of 
Franklin cars, will, it is expected, 
be completed within the next 
three weeks and presented to the 
trustees who are managing the 
affairs of the company. In the 
meantime, in bankruptcy court, 
the Franklin case is being ad- 
journed from week to _ week, 
awaiting the presentation of a 
reorganization plan or plans. 





Goodrich Opens Outlet 

Akron, July 20—A new Goodrich 
Silvertown, Inc., retail store has 
been established in Joplin, Mo., and 
F. E. Jones has been appointed store 
manager, it is announced by J. A. 
Hoban, general manager of Good- 
rich Silvertown, Inc., retail division 
of the company. 












where the steel is used, and the 


open hearth, where 


it is made. As a result, when 
you buy steel from Bethlehem, 
our facilities become for all 
practical purposes a part of your 
own organization. You are as- 


sured of steels that are “‘tailored”’ 


For propeller shafts, or other 
parts, you will find that Bethle- 
hem Alloy Steels possess prop- 

erties that not only fit them for 
the intended service but make for 


a smooth flow of parts through the proc- 


esses in your plant. 





BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 
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We Help Our Dealers to 


**1934 is my best year, thanks to 
Pontiac’s plans and policies.’’— 
C.P.Longnecker, Erie, Pa.,Pontiac’s 
oldest dealer. 






‘‘We like to do business with your 
organization.’’—Guy Garber, Sagi- 
naw, Michigan, Pontiac’s largest 
urban dealer, (right) speaking to 
A. W. L. Gilpin, Vice-President and 





Make Money! 


... for that’s the only way Pontiac 
can operate its own business profitably 















“‘With the fine assistance you give 
Pontiac dealers we have had a suc- 
cessful year.’’—H. A. Wehmeier, 
Community Motors, Inc., Chicago, 
Ill., Pontiac’s largest city dealer. 


These are comments from dealers 
about the friendly co-operation 
which Pontiac executives extend 





General Sales Manager of Pontiac 
Motor Company. 





HE financial success of all Pontiac dealers 

is our constant aim in order that we, too, 

may be successful. For our success can only 

be proportionate to the success of our dealers. 

Our engineering and manufacturing divi- 

sions have produced a car that our dealers can 
sell with pride. 

The new Pontiac 8 is one of the smoothest 
eights in the world. It is also one of the most 
It rides more easily than 
It is 


economical cars. 
many larger and much costlier cars. 
dependable and long-lived. 





And the price reduction which we recently 
announced places it within the means of 90 
per cent of all new car buyers. 

We know that there is a wide market for 
this car. To make sure that our dealers can 
get a large and profitable slice of this business, 
we give them adequate territory and the largest 
discounts in the low-priced field. Compare 
these discounts with others. 

Our sales policies are fair and reasonable. 
We offer dealers most attractive retail and 


wholesale financing. Our service policy is 


PONTIAC MOTOR COMPANY 











CN AN DOSEN DoT RTS.” 





Sales De 
Pontiac 


Please send me a copy of your new book, “‘Pontiac—The Out- 
standing Franchise.” 


Name_ = 
Address 
City_ 


to them. 


liberal to owners and dealers alike. 


In every 
way our executives co-operate pleasantly and 
understandingly with our dealers. 

The best proof that this attitude is helpful 
is in the fact that 77 per cent of our dealers 
made money last year. This year’s sales 
record indicates they are doing even better. 

We believe that Pontiac is now on the 
threshold of its greatest years and that its 
franchise should be investigated by every 


dealer who wants a wider scope and greater 


profit opportunities. 






rtment, 
otor Company, Pontiac, Mich. 































“..-a word in 


edgewise” 


(Continued from Page 4) 
first chug-chug was heard on 











pump on a sizzling July day, hot, 
dusty and parched as a dried 
herring. You took down the old | 
copper dipper, wiped off the dust, | 





immediately upon release twi 
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LATEST CUMULATIVE NEW PASSENGER CAR 


ce weekly. 


are compiled by Sherleck & Arnold, 





These cumulative figures, showing the number of new automebiles registered in each state during the preceding month are published in Automotive Dally News 
Figures supplied by R. L. Polk & Co. with exception of New Jersey, 
Metropolitan New York area which 


supplied by New Jersey Motor List Co. and 
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came! Cool, clear, refreshing | 
water and you could pump all the 
rest of the day and the next. Of | 
course you had to refill the | 
primin’ jug before you left off | 
pumping, but, shucks, you could | 
fill a thousand jugs after you} 
once got the old pump primed. 

Maybe I’m wrong, but I'll wager | 
even the Will Rogers type of a} 
“brain-truster” could have figured 
out that what this country needed 
was a little “primin’” and once | 
that was started the big, healthy 
automotive industry took right 
a-hold of the pump handle and 
started pumping, as we are be- 
ginning to see!—G.M.S. 








Code of Vehicle ii 
Makers Effective July 30 


Washington, July 20.—Approval 
of a code of fair competition for 
the commercial vehicle body in- 
dustry has been announced by 
the National Recovery Adminis- 
tration. The code becomes ef- 
fective July 30, and is the 486th 
code of fair competition to be 
approved to date. 

In his order of approval, the 
Administrator provides that the 











| 
| code shall not be applicable to 


the repairing of commercial ve- 
hicle bodies by employees of the 
owner of such products, and that 
the code authority shall make a 
study and report to the Admin- 
istrator within 90 days whether 
the minimum wages provided are 
adequate. A further proviso by 
the Administrator requires that 
he may direct selection of two 
members of the code authority 
who will represent non-members 
of the national association. 




















County’s Highway Funds 


Less Than Tax Payments 


Minneapolis, Minn., July 20.— 
Hennepin County received $30,- 
223,112 less from state highway 
funds from 1921 through 1933 
than it has paid in gasoline taxes 
and motor vehicle license fees 
during the 12-year period, the 
state highway department has 
announced. 

In the 12 years, the county’s 
gasoline tax and auto license 
fees have totaled $38,210,884, and 











it has received back only $7,987,- 
771 in expenditures on state trunk 
highways in the county. Minne- 
apolis now is receiving allotments 
for care of streets used as trunk 
highways. 


Miller 


Advanced 


Manheim, Pa., July 20—The 
United States Asbestos Division of 
Raybestos-Manhattan, Inc., an- 
nounce the promotion of Franklin 
A. Miller from merchandising man- 
ager to replacement sales manager 
for Grey-Rock products. 
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*27 states and District of Columbia. 


Philadelphia Car Men 

Elect Willey President 

Philadelphia, July 20.—At a 

postponed meeting of the Phila- 

delphia Automobile Trade Assn., 

the following officers were elect- 

ed: Guy A. Willey, Guy A. Wil- 

ley Motor Car Co., president; 

John H. Fassitt, Foss-Hughes 

Co., vice-president; J. E. Gomery, 

Gomery-Schwartz Motor Car Co., 

secretary; Adolph Seltz, Teefy- 
Seltz Co., treasurer. 

The association says 








it finds 





the affairs of the dealers in the New Sohio Picture 























Philadelphia metropolitan area 
extremely healthy, and the out-| 


look for the balance of the year | 


gratifying. 


Name Rubber Code Chief | 


Washington, July 20.—Gen Hugh 


S. Johnson, 


national 


recovery 


ad- 





Co. of Ohio entitled 




















Glorifies Station Man | 
Detroit, July 20.—At a preview | 
for advertising men and members 
| of the oil industry held this week | 
at their studios in Detroit, Wild- | 
ing Picture Productions, Inc., ex- 
hibited the new sound picture | 
ministrator, has appointed Willard! just completed for Standard Oil 
E. Hotchkiss, Chicago, to serve as 


permanent, impartial chairman of | Doctors ” 


the Rubber Industry 
The term of Hotchkiss’ 
this capacity is indefinite, according 


Labor Board. | 
service in 


to the NRA statement. 





“The Two 


The picture brings home the 
important work done by station 
attendants in their daily tasks of 








patients 








and will 





with a 
warding off serious trouble. 
stars in the picture are Raymond | 
Hackett and Theo. 
large number of trucks especially 
equipped for the purpose will 
cover the entire territory served 
by the Standard Oil Co. of Ohio 
show this picture at 






view 





| preventive maintenance. 
|}ens the work of the attendant 
who carefully checks the condi- 
tion of the motor car to that of | 
the physician who examines his | 
towards | 


various types of gatherings. 





Fayne. 








| 22-27—Cleveland, 0. 


It lik- 
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1-5—New York, 


4-14—Paris, France, 
11-20—London, 


3t-Nov. 2—New York, NatL 


19-23-—Cleveland, 0. 
dustries Show. 
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Operators’ Annual Meeting. 


American Transit Assn 

Convention and Show. 
OCTOBER 

1-5—New York. American Society for Metals 
Meeting 

1-5—Cleveland, 0, American Society of 
Safety Engineers’ Meeting 

American Welding Society 


Meeting. 

i-5—New York. Natl Metal Congress and 
Exposition. 

1-5—Cleveland, 0. NatL Safety Council 


Meeting. 

Automobile Salon, 
England. International Aute- 
mobile Show. 

Foreign Trade 
Council. 

NOVEMBER 
Automotive Service ia-~ 








12 


AUTOMOTIVE DAILY NEWS, SATURDAY, JULY 21, 1934 
New Air Conditioner on Market 


Good July Gains Precede 


Frisco’s General Strike 





Los Angeles, July 19.—Strange 
as it may seem to easterners that 
under present Pacific Coast strike 
conditions, the curtain was raised 
on the second half of 1934 with 
increased sales in 48 California 
counties over those of last year, 
due entirely to the good business 
done by northland automobile re- 
tailers. In the first 11 days of 
the current month in 48 of the 
state’s 58 counties 3,167 new pas- 
senger car registrations were re- 
ported as contrasted with 2,806 
in that period of 1933, which was 
a sales gain of 12.8 per cent. 


Dealers in 47 northern counties 
of the Golden State registered 
1,846 mew passenger cars as 
against 1,104 last year, thus scor- 
ing a 67.2 per cent gain in the 
1934 second half year curtain 
raising month. Contrasted fig- 
ures for the 10 best sellers were: 
Ford, 570-192; Chevrolet, 375-288; 
Plymouth, 362-236; Dodge, 93-117; 
Olds, 78-20; Studebaker, 75-20; 
Buick, 72-32; Pontiac, 40-36; Wil- 
lys, 34-8; Chrysler, 28-23. It will 
be noted that all three of the 
low priced leaders showed sub- 
stantial sales increases over the 
11-day July 1933 period. 

How far the trade standstill in 
the big bay district sales centers 
of San Francisco and Oakland 
will later cut into northern Cali- 
fornia registrations, of course, 
remains to be revealed. 


As is well known, Los Angeles 
county has all this month had 
San Pedro harbor strike troubles 
of its own so that it is not sur- 
prising that its sales in the July 
1l-day period showed a 22.3 per 
cent, 1321-1702, drop from those 
of 1933. Contrasted new passen- 
ger car registrations of its ten 
best sellers were: Ford, 421-348; 
Chevrolet, 265-448; Plymouth, 162- 
311; Willys, 93-48; Dodge, 70-70; 
Olds, 68-43; Buick, 62-41; Pon- 
tiac, 32-54; Studebaker, 32-64; 
Chrysler, 20-24. The three low 
priced Angelenoland leaders suf- 
fered an aggregate loss of 23.0 
per cent, 848-1,107, with a slight 
drop in ratio to total sales from 
65.0 per cent in 1933 to 64.1 per 
cent in 1934. 

Comparative total sales of the 
three low priced leaders in the 
48 counties reported were: Ford, 
991-540; Chevrolet, 640-736; Plym- 
outh, 524-547; total, 2,155-1,823. 








Enter Newspaper 
Ads As Evidence 
In Tire Dispute 


(Continued from Page 1) 
before the Goodyear-Sears con- 
tract was made. 

The advertisements also show, 
according to Goodyear’s counsel, 
that instead of Sears initiating 
price-cutting, special sales, etc., 
that the company was forced into 
such practices in its mail order 
and retail store business by the 
widely advertised similar prac- 
tices of other dealers and manu- 
facturers. 

During the course of the pres- 
entation of evidence in the Trade 
Commission’s complaint against 
Goodyear the Commission put on 
the stand some 150 dealers and 


manufacturers who swore that it | 


was their “opinion” that the 


Goodyear-Sears contract had| 


damaged their business between 
1928 and 1934. They attributed 
that damage to price-cuts and 
other practices which Sears, they 
said, was enabled to make be- 
cause of this contract with 
Goodyear. 

In addition to the printed rec- 
ord of advertisements which 
Goodyear will now present it is 
understood that its counsel will 
also produce a number of dealer 
and manufacturer witnesses who 
will contradict the testimony pre- 
sented by the Commission’s wit- 
nesses. 

The 30,000 advertisements have 


been photostated to save sub- | 


poenaing and retaining eight 
years of files from 50 or 60 news- 
paper offices. A force of 30 ex- 
perts have been working for six 
weeks tabulating and summariz- 
ing these advertisements and the 
trends which they show. 

Not only is this the first time 
that such a mass of advertise- 
ments has been accepted as evi- 
dence in such a proceeding, but 
the acceptance of photostats and 
summaries marks a further re- 
laxation of the legal doctrine of 
“best evidence.” Counsel for the 
Goodyear company said today 
that this would be an important 
step in simplifying and shorten- 
ing court procedure of many 
kinds. 





Midwest Farmers Receive 
$130,000,000 Farm Loan 





Minneapolis, Minn. July 20.— 
The Farm Credit Administration, 
the government agency which ex- 
tends credit to farmers, has 
loaned $165,000,000 to farmers in 
the district comprising Minne- 
sota, North Dakota, Wisconsin 
and Michigan. The vast sum 
loaned in the last year makes 
Uncle Sam the biggest banker in 
the territory. 

The loans have been made by 
the following department banks 


of the farm credit administration: 
Federal Land Bank........... $130,000,000 


Intermediate Credit Bank..... 33,000,000 
Bank for Co-Operatives........ 931,000 
Production Credit Loans ...... 1,081,000 


The Federal Land bank made 
56,000 loans to farmers during the 
year to total the $130,000,000. As 
indicating the growth ef the gov- 
ernment loaning, this bank 
loaned a total of $23,400,000 dur- 
ing the 15 years of its previous 
administration. The loans by 
states in the last 12 months of 


operation are as follows: 
Number of Loans Amount 


Michigan ......... 10,015 $16,079,000 

WM nceeecece 14,684 32,662,000 
Minnesota ........ 18,106 49,530,000 
North Dakota ..... 13,703 31,692,000 


New Bus Market 


Bridgeport, Conn., July 20.—Con- 
necticut bus companies will spend 
between $300,000 and $400,000 for 
new buses during the coming year, 
according to J. T. Sinanian, head 


of the Bridgeport Auto Transit Co. 
and president of the 
Motor Stage Assn. 


Connecticut 





Pontiac Opens Detroit 

Factory Service Station 

Detroit, July 20—V. A. David- 
son, Detroit zone manager of the 
Pontiac Motor Co., announces the 
opening of a factory service sta- 
tion at 40 Hague avenue at 
Woodward. This service station 
is a two-story building, connected 
by a ramp, and has a floor area 
of 40,000 square feet. 


At the present time the station 
is equipped and manned to handle 
100 cars a day. Because of the 
large size of the service station 
and its central lecation, the most 
complete type of service machin- 
ery has been installed and it will 
be manned by factory-trained 
service mechanics. H. J. How- 
erth, who has been engaged in 
service station work for more 
than 17 years, will be in charge. 


Code Amendments 


Washington, July 20.— Identical 
amendments to the codes of fair 
competition of the automobile retail 
trade and wholesale automobile trade 
were approved here this week by 
the NRA. In each case, the amend- 
ment modifies the code to enable the 
respective code authorities to pre- 
pare budgets for the administration 
of trade practice agreements and to 
= a basis of contribution by mem- 

ers. 








Ford Hones Men 











Chrysler officials inspecting the new low-priced “Airtemp” air con- 
ditioner to be manufactured by the Amplex Mfg. Co., a division of 


Chrysler Motors, at a preview held 


in. New York this week. Left to 


right: Byron Foy, president of De Soto; A. C. Downey, president 
Fargo Motor Corp.; A, C. Staley, engineer in charge of air-con- 
ditioning; Walter P. Chrysler jr., president of the corporation which 
will handle sales of the new line; Walter P. Chrysler sr.; Carl Breer, 
executive engineer of the Chrysler Corp., and A. vanDerZee, 


Dodge general sales manager. 





Wholesale Car F inancing 


In May Near 124 Million 


Washington, July 20.—Automo- 
bile financing at wholesale to- 
talled $123,691,003 in May on the 
basis of reports to the Census 
Bureau from 282 identical organ- 
izations, against $55,005,590 in the 
same month last year. Also, the 
May, 1934 figure was an improve- 
ment over that of April, when 
wholesale financing aggregated 
$121,060,526. 

For the first five months of this 


Company Guests 
At World’s Fair 


Chicago, July 20.—Ford honor 
dealers, each of whom achieved 
that title through delivering more 
than 100 cars and trucks to cus- 
tomers in June, were special 
guests of the Ford Motor Co. 
here at the World’s Fair Tuesday. 

They arrived, 134 strong, 
from Detroit whence they had 
converged from all sections of 
the country. Also present were 
some 500 other Ford dealers from 
the Chester, Edgewater and 
Somerville branch districts. The 
two groups were addressed joint- 
ly by W. C. Cowling, general 
sales manager, at a breakfast in 
the Palmer House. The remainder 
of the day was spent in visiting 
the Fair. 

The week-end was especially 
lively for automotive exhibitors 
at the Fair. General Motors of- 
ficials were busy in the role of 
hosts to 500 visiting members of 
the General Motors-Lansing Bx- 
ecutives Club and their families. 

Evidence that the “big push” is 
on toward the Fair is seen in the 
fast growing number of cars ar- 
riving here from other states. 
This had been expected, because 
from the start July and August 
had been looked upon as the two 
biggest months of the exposition 
from the standpoint of attend- 
ance. 

Dealers of Chicago also are be- 
ginning to note more demands for 
service, with a considerable per- 
centage of customers hailing 
from states other than Illinois. 





Name Brewster Member 


ASI Show Committee 
Cleveland, O., July 20.— Clyde 
P. Brewster is announced as a 
new member of the joint operat- 
ing committee in charge of the 
Automotive Service Industries 
Show which will be held in 
Cleveland Nov. 19 to 23. 
Brewster is manager of the 
K-D Manufacturing Co., Lancas- 
ter, Pa. He succeeds on the 
committee F. C. Bahr, formerly 
of Minneapolis, who was the com- 


| mittee’s vice-chairman. 


year, on the basis of the reports 
of the 282 organizations, financ- 
ing reached a total of $444,920,456, 
which compares with $181,201,003 
recorded in the first five months 
of 1933. The number of cars in- 
volved during May, this year, was 
259,120, and 900,628 for the first 
five months. In the same five 
months’ period last year, 581,467 
cars were thus financed. 

May increases over April of 
1934 and as compared with the 
same month last year are re- 
vealed in the figures covering re- 
tail financing, used cars, and in 
the unclassified group. 

In that month, retail financing 
totalled $67,991,000 against $59,- 
772,079 in April and $37,475,257 in 
May of last year. The aggregate 
total of $222,670,779 for the first 
five months of the present year 
compares with $120,334,727 in the 
corresponding period of 1933. 








ave 
on our table-cloths 


The English Grill at the ‘‘Book’’ 


been 


h 


“conference room.” 
affairs. 
chairs. 


new marketing company, 
this announcement at a pre-veiw 
of the new equipment, known as 
the Airtemp Conditioner, held to- 
day in the new “Air Conditioning 
Salon” on the ground floor of the 
Chrysler Building. The company 
that will 
known as the Temperature Corp. 
with distributing agencies estab- 
lished throughout the 
States. 





Paneled in fumed oak. 
Hale and robust foods. 





Chrysler Forms 
Firm to Build 


Air Conditioners 





New York, July 20.—Foreseeing 


the day when air conditioners will 
be as common in the American 
home as an automobile or a radio, 
Walter P. Chrysler jr. announced 
today the formation of a com- 
any which will market a new 
type air conditioning equipment 
manufactured by the Amplex 
Manufacturing Co., a division of 
Chrysler Motors. 


who heads the 
made 


Chrysler jr., 


market the units is 


United 


It is the intention of the new 


company to develop, on a mass 
production basis, a low-price mar- 
ket for air conditioning equipment 
which will 
modest means 
homes and offices, 
stores and shops, with the new 
units at a much lower cost than 
has been heretofore possible. 


persons of 
equip their 
apartments, 


enable 
to 





Operating Hours Cut 


Minneapolis, Minn., July 20.—Wis- 
consin now bars all trucks over 
8,000 pounds gross from certain con- 
gested highway sections between the 
hours of noon and midnight on 
Saturdays, and between the hours of 
9 am. and midnight on Sundays 
and holidays, according to the Regu- 
lated Motors Transportation _ Assn. 
of Minnesota. These restrictions 
will continue throughout the sum- 
mer until Labor day. 


Fisk Cuts Output 


Chicopee Falls, Mass., July 20.— 
Fisk Rubber Corp. has started a 
curtailment of tire production which 
will reduce daily output from 6,000 
to 3,000, it is understood. The plant 
has been operating on four shifts 
for some time. Output of truck 
tires is being reduced more sharply 
than passenger car tires, it is re- 
ported. 


BIGGEST 


DEALS IN 
DETROIT 


figured out 


Detroit’s official 


It’s a man’s affair for men of 


Comfortable arm- 
And drinks. All the 


luxury of a private down-town club—without dues. 
But it’s luxury without luxurious price. Plate lunch, 


60c. 
dinners, $1.25—-$1.50. 


Club luncheon, 80c. 


Plate dinner, 90c. Club 
Cocktails from 30 cents. 


The English Grill is reserved exclusively for men 
during lunch. Bring the ladies for dinner. We know 


they’ll enjoy it... 


and it’s air-conditioned. 


- English Grill - 


MEZZANINE FLOOR 


Book-Cadillac 


WM. J. CHITTENDEN, Jr., Resident Manager 


J. E. FRAWLEY, Manager 


1200 OUTSIDE ROOMS each with $ 
bath and circulating lee water .. 


tel 





3 oP 


DIRECTED BY NATIONAL HOTEL MANAGEMENT COMPANY, INC. 


RALPH HITZ, President 


J. E. FRAWLEY, Vice-President 


Other hotels under direction of Ralph Hitz: HOTEL NEW YORKER and HOTEL 
LEXENGTON, New York; NETHERLAND PLAZA, Cincinnati; RITZ-CARLTON, 
Atlantic City; VAN CLEVE HOTEL, Dayton. 

















IN THIS 
CORNER 


(Continued from Page 4) 


ing would stand up under the closest 
scrutiny. 

Well, the company that sold me 
this automoblie wanted to sell me a 
new and larger model at a lower 
price not long after I had paid up 
on the automobile which we are dis- 
cussing. I told the dealer I would 
not buy an automobile from him 
as long as I had to do business with 
this particular finance company. 
And he admitted to me that I was 
not the only one who had com- 
plained about the heartless treat- 
ment from this financing company. 
If he could have sold me another 
automobile through any other fi- 
nance company I would have stayed 
with him and the particular make he 
was retailing. 

So my experience comes to this 
conclusion: a dealer should keep in 
close contact with his customers and 
check them at least every three 
months as to their reaction to treat- 
ment by the finance company. 

Of the ten persons I interviewed 
seven reported that trouble with the 
financing company had lead them 
to switch makes when they bought 
the next time. The complaints were 
high finance charges and unneces- 
sary pressure regarding payments. 

Seven of the owners I questioned 
attacked the new car service angle, 
four complaining that their $10 free 
service book had been used up on 
two to four visits to the dealer’s 
service department. 

Not one of the customers inter- 
viewed switched automobiles because 
they were dissatisfied with the auto- 
mobiles they owned. In every case 
there had been financing trouble, 
service trouble and three complained 
of the fact that the dealer and the 
service department treated them as 
pests instead of seeing to it that 
they were always satisfied. It re- 
minded me of the day when the 
automobile dealer used to sell an 
automobile and then kiss both the 
automobile and the buyer good-by. 

Three of the automobile buyers 
interviewed objected to their deal- | 
ers trying to sell them larger models 
about two or three months after 
the first automobile had been paid 
for. The three said that salesmen 
made themselves obnoxious’ with 
their frequent visits and all three 
finally told the dealer they would 
not repeat by purchasing the make 
he sells. 

The experiences I have cited may 
be exceptions but I have gathered 
them from such a large city and 
from such widely separated sections 
of the city that I personally do not 
believe them to be exceptions. Every 





one of the ten interviewed were 
driving different makes of automo- 
biles ranging from three in the} 
same price class, as the advertise- 


ments say, up to a $3,000 sedan. 

It seems then, after a careful re- 
reading and study of the facts that 
I have cited, that every dealer 
should: 

Keep in close contact with his cus- | 
tomers in regards to their experi- 
ences with the finance company and 
if need be act. as an intermediary | 
between the automobile owner and | 
the financing firm. . 

Don’t push the customer too hard 
on his next automobile. If you 
have a good product, if it stands up, 
if you have given him cheerful and 
not too expensive service, he will 
look you up before he buys his next 
automobile, ! 


Keep in touch with him through | 
telephone calls and letters as well 
as personal calls. If you ever put 
on any special service jobs at re- 
duced prices or the like, be sure 
and let your customers know about | 
it first. Your customers hate to feel | 
that they are your “Forgotten Men.” | 

In short, treat every customer of | 
yours in the same manner you would | 
want to be treated if you were on | 
the other end of the deal—the auto- 
mobile purchaser instead of the auto- 
mobile dealer——George Smedal, Min- 
neapolis, Minn. 





| 
| 
| 








Order New Type Covers 
For Taxis in D. of C. | 


Washington, D. C., July 20. 
Leather or similar washable ma- 
terial must be used to cover 
seats, and rubber or other non-| 
absorbent mats must be placed) 
on the floor of every taxicab op-| 
erating in the District of Colum- | 
bia, the Public Utilities Commis- 
sion has ruled. 

New cabs must be thus| 
equipped by Aug. 1. Cabs now in| 
service may have until Jan. 1936 
to make the required changes. 





All these little gadgets and dials and neon lights combine to super- 
check and verify the balance of rotating and reciprocating parts in 
the completely assembled Dodge engines running under load, The 
“detective” indicates the affected engine component as well as the 


precise point requiring attention, it is said. 


Sparks » 


Chris 


Sinsabaugh 





(Continued from Page 1) 


Washington baseball game. 
new eight was most responsive to 
acceleration suggestions and it 
seemed odd to get the baseball 
story with the car gliding along 
at eighty. 


This particular job was a five-| 


passenger sedan, but because of 
the way the rear doors are hung 
you get the impression you are in 
a close-coupled body, the doors 
themselves being in the nature of 
body panels. 
is unusually good. 


% as 


ON THE assignment book for 
the Paul Prys next Tuesday is 
the luncheon Chevrolet is giving 
at Detroit’s Recess Club in honor 
of 12-year-old Jack Nicholas of 


the All-American Soap Box Derby 
that is 
Ohio, Aug. 19. Jack is going to 
show us the job he has built for 
this classic which cost him just 


| 





The | 1905 when L’Hommedieu, then a 


New York state senator, intro- 
duced this legislation, which un- 
doubtedly was the first attempt 
at taxing an automobile. No 
other state had passed such a 
law but it wasn’t long before they 
all went to it. 


| 
But the industry was not slow | 


in realizing that the tag law was 
but an opening wedge that meant 


The visibility, too, | future financial burdens, so a test 


case was made in New Jersey. 
R. H. Johnson, then advertising 
manager of the White Co., was 
selected to make the fight and 
backed by his company his case 


| went through the courts, it being | 


claimed that registration was 


Indianapolis, who is an entrant in| class legislation, that horse-drawn 


to be run at Dayton, | 


| States has 


15 cents for materials other than | 


He has knee action in it through 
the application of a couple of 
boards and the hood is made 
demolished five-gallon oil cans. 

This Dayton event is to be the 


last chapter of the first annual} 


All-American Soap Box Derby, 
open to boy amateurs. Thirty- 
eight local affairs have been run 
and now the winners get together 
in the final, Each entrant has 


| built his own car and the race 
| itself is a coast down hill. 


* * * 


WORTHY of comment in the 
column is the defi Hudson sprung 
in its advertising in 120 daily 
newspapers last Sunday. Hudson 
put a chip on its shoulder and in 
a militant tone 
tion from rival makes. The ad- 
vertising offered to pit a Hudson 
or a Terraplane against any full- 
sized motor car, in a battle in 
which the Hudson products are 
backed to climb in high gear 
the toughest hill in the vicinity 


of those accepting the challenge | 


faster than the competition; to 
accelerate faster to 50 miles per 
hour from a standing start and 
to go farther on five gallons of 
gasoline. 


writer this is the first time a car 
maker has become specific in 
such a challenge. 
x % e 

IN THE ROLE of a historian 
writing this week’s chronological 
review the conductor touched on 
the death, three years ago this 
week of Irving L’Hommedieu, 


originator of the automobile li- 
cense tag law. 
mind the furor caused back 


Which brings to 
in 


invites competi- | 


| those available in the cellar and} 


| backyard of the Nicholas home.| +, write the column I was given 


of | 


| down traffic 





| and told him to ship the model | 


: _ lass as possible. 
To the best recollection of this | ee ae oe 


vehicles were not included, and 
all that. But the highest courts 
ruled otherwise and since 1905 the 
tag money collected in the United 
run into a fabulous 
sum. 


AS I TODDLED to the office 


a practical demonstration of how 
far the city authorities are going 
in the safety campaign to cut 
accidents. A Ford 
with a loud-speaker mounted on 
the top of the body and carry- 
ing a couple of cops came along. 
The radio was going full blast 
and warning jay walkers of the 
dangers of traffic. It sounded un- 
canny, this talk that reached my 
ears, but there is no questioning 


| the value of these radio-equipped 


police cars in rousing up the peo- 
ple to the necessity of watching 
their steps. 
TAKASHI KAT, an 18-year-old 
boy in Oakland, Calif., put in sev- 
eral long months building a 
miniature coach for the Fisher 
Body Craftsman’s Guild annual 
competition, entries to which 
close tonight. Just as he was 
ready to ship, the San Francisco 
strike tied up the express com- 
pany and the boy got to worry- 
ing about his ability to get his 


coach to Chicago in time. W. S.| 
McLean, secretary of the guild, 
however, has come to his rescue 


Wants New License Law 


Raleigh, N. 
Ehringhaus is said to be keenly in- 
terested in suggested legislation to 
make drivers of automobiles in this 
state carry a license if they drive. 


The chief executive believes, it is 
said, that an effective drivers’ li- 
cense law can be worked out that 


will not add to the financial burdens 
of those who own automobiles. 
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New Dodge Engine Detective 





C., July 20.—Governor 





Commerce Group Steps 
In to Halt Rate Battle 


(Continued from Page 1) 


the trucking industry, bluntly told 
the commission that the condi- 
tions complained of by the rail- 


roads were being eliminated un-| 


der the trucking code. 

Truck operators, he said, are 
being forced by the code to bring 
their rates into line with rail tar- 
iffs and further reductions on the 
part of the steam carriers will act 
to destroy, rather than meet, 
truck competition. 


Speaking before the full com- 
mission, the counsel for the na- 
tional code authority of the truck- 
ing industry declared: 


“The time has arrived when 
this commission should give 
thought to the forces at work in 
the trucking industry to stabilize 
its rates and practices. Granting 
of this petition to the rails will 
mean merely that trucks will be 
forced to lower their rates, if they 
can do so and still remain in 
business, thus continuing the 
competitive situation, unprofitable 
both to rails and trucks.” 

Interest Apparent 

Members of the commission 
manifested deep interest in 
Shertz’ explanation of the rate 
and tariff provisions of the truck- 
ing code. These, he said, re- 
quired that all truck rates must 


| be sufficient to meet the cost of 


the services performed. Replying 
to members’ queries, he declared 
that rates filed with code author- 
ities, national, state, and regional, 
would be open to inspection by 
competitive agencies and that all 
information gathered with respect 
to truck operation would be avail- 
able to the commission. 
Charges Hidden Rates 

This statement of the trucking 
industry representative had direct 
bearing upon the recommendation 
of the ICC examiner in connec- 
tion with the suggested granting 
of the railroads’ petition. In that 
recommendation, it was specified 
that the carriers should investi- 
gate the rates complained of, 
giving the name of the company, 
or individuals, and the rates. It 
was further recommended that 
the authority to cut rates to meet 
truck competition should be 
granted for six months and that 
the amount of the reduction 


should be limited to 40 per cent 
below current levels. 


R. J. Lehman, representing the 
carriers, whose argument fol- 
| lowed that of Shertz, declared it 
was a virtual impossibility to ob- 
tain the rates of truck operators 
and that the railroads would not 
get the desired relief were they 
required to cite specific instances 
of unfair competitive rates. He 
argued, too, that it was the prac- 
tice of the commission to deal 
with rates by territories—typical 
rates—not individual rates. 


Supreme Court Rules Cited 

Exception to this argument was 
taken by two members of the 
Commission, Aitchison and 
Porter, both of whom pointed out 
that the commission was em- 
powered to grant relief only when 
specific cases were cited. To grant 
the rails authority to institute 
blanket rates without reference 
to specific competitive cases would 
be “legislating rather than ad- 
ministering the Act,” Commis- 
| sioner Aitchison declared. 

Harry Ames, representing the 
Akron Motor Transportation 
Assn., told the commission that 
to grant the petition would re- 
peal the Fourth Section of the 
Interstate Commerce Act. In sup- 
port of this contention, he cited 
numerous @ourt decisions dealing 
with the powers and limitations 
of the commission. 


“The Supreme Court has held 
in many cases that the different 
provisions of the Act must be 
given harmonious construction 
and no reason appears why car- 
riers should be permitted by tar- 
iff devices to nullify the pro- 
visions of the Fourth Section. In 
the Moore case, for example, ref- 
erence was made to Davis vs. 
Henderson, 266, U. S. 92, to the 
effect that this tariff restriction 
must be considered. If that 
principle is good what is to pre- 
vent the carriers from going 
further and nullifying the long 
and short haul clause? All they 
would have to do would be to say 
that a lower rate to a farther 
distant point is published to meet 
water competition and is not to 
| be compared with higher rates at 
intermediate points not subject 
to such competition.” 
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Request NRA 
Special Tru 


Washington, July 20.—All for- 
hire truck operators, even though 
the operation represents a _ sec- 
ondary enterprise in some cases, 
would be obligated to contribute 


to the expense of administering 
the code of the trucking industry 
under a request made to the 
NRA this week by the national 
code authority of the trucking 
industry. 

Specifically, the trucking code 


authority has requested the NRA 
to terminate the special exemp- | 
tion granted to for-hire truck 
operators who are not primarily 
identified with the highway trans- 





Tempered Rubber 
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One Millionth Pontiac Sold 


to Terminate 


ck Exemptions 





portation industry, an exemption 
originally conferred by an ad- 
ministrative order which held 
this group responsible for con- 
tributions only to the code em- 
bracing its principal line of 
business. 

Tuesday, July 31, was set for 
hearing on the proposal, which is 
| explained as follows by the NRA: 

“The code authority feels that 
the transportation of property 
over publicly used roadways by 
vehicles for-hire is a service com- 
| petitive in nature and distinct 
from any other line of business 
in which an individual or firm 
might be engaged. It says that 
in the case, for instance, of a 
firm engaged in producing, 
wholesaling or retailing and also 





Proved Tough in 
Competitive Test 


Chicago, July 20.—Proof that | 
tempered rubber, the tread used 
in U. S. Royal tires, is as tough 
as steel and many times tougher | 
than concrete, is offered by the 
U. S. Rubber Co. in its exhibit in | 
the Ford Exposition Building at | 
a Century of Progress. 

This particular feature of the) 
exhibit, which tells the story of | 
rubber from plantation to fin- | 








ished product, consist in a circu- 
lar roadbed composed alternately 
of rubber, concrete and_ steel 
blocks over which an emery 
wheel rolls. 

The wheel makes one rotation 
in eight seconds, or 450 rotations | 


per hour, or 5,400 rotations per 
12-hour day. During the first 37 
days of the World’s Fair, at 


which time a check for data was 
made, the wheel had revolved 
199,800 times, covering a distance 
of 531 miles. 

During this period the amount 
of wear, rated four times as great 
as ordinary road wear, was negli- 
gible in both the rubber and the 
steel blocks, with each material | 
showing a groove whose greatest 
depth was only 3/100 of an inch, 
it is claimed. In contrast, the 
abrasive wheel cut a groove in 
the concrete of the depth of 2% 
inches, the company states. 


Federal Highway Bill 
Cuts Minnesota’s Share 


St. Paul, Minn., July 20.—The 
new federal aid highway bill 
passed by Congress means that | 
Minnesota will spend only about | 
half the amount on its highways 
during the coming year that is 
being spent this year. 

That was the statement of N. 
W. Elsberg, state highway com- 
missioner, who said that the bill 
means that Minnesota is to re- 
ceive $5,000,000 for the fiscal year 
which began July 1, compared 
with about $10,600,000 received 
during the fiscal year that ended 
July 1. 


Daily Tire Output 


Bucyrus, O., July 20.—The C. O.} 
Henderson Tire & Rubber Co., re- | 
cently organized, is turning out 300 | 
tires a day at its plant here, ac- | 
cording to an announcement by C. 
O. Henderson, president and gen- | 
eral manager, who said the plant | 


is operating 24 hours a day with 75 
employes. Within the next few 
weeks it is expected to increase | 
production to 500 tires a day. 





| for 


operating vehicles which are used 
the transportation of the 
property of others for remunera- | 
tion, there is no relation between | 
those two different kinds of 
business. 

“Also, the code authority points 
out in its application that there | 
are many large transportation | 
companies which furnish trans- 
portation of both persons and 
property over publicly used road- 
ways. 

“The two types of operation 
are held by the code authority to 
be separate and distinct and con- 
sequently not to represent double 


Indians. 


Ohio First Half 
Truck Sales at 


Columbus, O., July 20 (UTPS). 
—Half year 1934 commercial car 
report submitted by Frank West, 
registrar of the Bureau of Motor 





Official Order 
Cuts Tolerance 
From 15 to 10% 





(Continued from Page 1) 


harmful competition, the admin- 
istrator invoked the authority 
granted him by the President to 
reduce the tolerance to as little | 
as 5 per cent. 

The apparent theory behind the | 
order was understood to be that, 
whereas a 10 per cent tolerance | 
permits a measure of price com- 
petition, a 15 per cent margin 
would give large dealers too great 
an advantage over their smaller 
competitors. 

Meanwhile, NRA officials are 
keeping a close check on the ef- | 
fect of the new price margin plan 
on sales to the public. Announc- 
ing the new policy, President 
Roosevelt held it to mean that 
rates allowed the government 
would be passed on to the public 
automatically. But the NRA re- 
garded it differently. 

As explained by the NRA, bid- 
ders are required to file their 
bids for government contracts 
with their code authorities, but 
these bids do not necessarily sub- 
stitute for the previous posted 
price. They may be made such, 
but the choice is with the bidder, | 
which is at variance with the | 
President's interpretation. 

In the view of the NRA, 


the 


public either by a desire of deal- 
ers to extend the cuts generally | 
or by publicity given them. Since 
free access will be given the 
posted bids, private customers | 
may be expected, according to the 
NRA’'s_ weekly publication, to 
“guide their purchasing policies | 
accordingly.” 
This is a virtual invitation for | 
private buyers to demand the 
same rates given government 
agencies. The specific purpose of 
the price margin, however, was 
to meet complaints of purchasing | 
officers for Federal, state and 
municipal agencies, harassed by 
identical bids. General Johnson 
was directed to report on the 
new plan within six months. 





Off for Chicago 

Minneapolis, Minn., July 20.—Un- 
der the supervision of F. S. Rein- 
hardt, manager of the Twin City | 
branch of the Ford Motor Co., a | 
special train of 16 cars left Minne- 
apolis last night with 250 Ford 
dealers and salesmen for a three- 
day trip to the Century of Progress 
Exposition 








| ment 
| through the State Highway Pa- 


Vehicles, to O. W. Merrell, high- 
way director, shows a 1.91 per 
cent increase in truck registra- 
tions and 18 per cent gain in 
trailers licensed with a _ corre- 
sponding revenue increase of 
$938,710 in the former and $145,- 
576 in the latter over the 1933 
report figures. Merrell pointed 
out the value of stricter enforce- 
of motor vehicle laws 


trol is accountable for the truck 
revenue increase of almost a 


| million dollars while registration 


increase numerically totaled only 


| 2,604 over 1933. 


Trucks registered during the 
first half of the present year to- 
taled 136,109 with resulting reve- 


136,109 Units 





Mr. and Mrs. John J. Smith, of Ashuelot, N. H., bought the Pontiac 
with engine number 1,000,000 from the Smith Auto Sales, which is as 
it should be, since the Smiths have always had something to do with 


The gentleman with his hand in his pocket is Wade Smith, 
the man who made the sale, 


G.M.’s Customer 





nue amounting to $5,937,285, while | 


only 133,505 commercial vehicles 
totaling $5,018,574 were registered 
during the first half of last year. 
Trailer registrations 
8,196 over last year with 53,513 so 


increased | 


far recorded compared with 45,- | 


1933. Present year revenue from 
trailer registrations totals $554,- 
996 against $409,420 for 1933 or a 


| 319 for a corresponding period in | 


35.56 per cent increase in revenue. | 


A slight decrease occurred 
the number of automobile dealer 
registrations during the present 
year. 
decreased from 3,019 during 1933 
first half year to 2,961 at present 
registered with 
revenue decrease from $60,380 to 
$59,220. 


Number of dealers in Ohio | 


in | 


a corresponding | 


Research Queries 


Attract 300,000 


Detroit, July 20.—During the 
past 18 months over 300,000 mo- 
torists have responded to Gen- 
eral Motors picturized question- 
naires dealing with various fea- 
tures of automotive design. 


The new 1934 edition is now 
being mailed in large quantities 
to motorists located in all sec- 
tions of the country and owning 
all makes of cars—inviting them 
“to pool their practical experi- 
ence with the technical skill of | 
General Motors engineers.” 


Last year the booklet bore the 
title “Proving Ground of Public 
Opinion”—this year, at the sug- 
gestion of many owners, the title 
has been changed to read “Your 
Car as YOU Would Build It.” 


The new questionnaire covers 
65 features of motor car con- 
struction and as stated in the in- 
troductory note, “it is designed | 
to appeal to those who usually 
ignore questionnaires—easy to 
read, and no writing is necessary 
unless you should feel the ‘urge.’ | 
As a matter of fact, the answers | 
ean be checked off with less 
effort than it takes to work a 
Crossword Puzzle.” 

On the back cover is shown a 
series of silhouettes depicting the 








evolution of the motor car from 
the beginning of the industry 
down to the present time, and 
| pointing out that 

“The motor car industry has 
never stood stili—each year has 
brought marked mechanical im- 
provements, better values and 


more artistic offerings.” 


Illinois Group Launches | 


| bids may be ef benefit to the | 


Hupp Announces 
New Type Sealed 
Cooling System 





Detroit, July 20.—-Claimed by 
Hupp engineers as the most im- 
portant change in cooling since 
the advent of the water pump, 
a new development is now being 
installed on all Hupmobile cars 
which eliminates the need for the 
constant addition of water to the 


cooling system. This new de- 
velopment is known as “sealed 
cooling.” 

The chief difference between 


the sealed cooling system and the 
ordinary water circulating system 
is that the overflow pipe of the 
former is closed and its action 
governed by a dual valve arrange- 
ment, while the ordinary filler cap 
is replaced by a special cap con- 
taining this valve. 

One of the two valves releases 
fluid or vapor to the overflow 
pipe when internal pressure is 


| above three and one-half pounds 
| per square inch. The other pre- 


vents the formation of an unde- 





sirable vacuum within the system. 
The former and larger valve is 
the key to the success of the sys- 
tem. Since it seals the cooling 
system, the boiling point of water 
is automatically raised from the 
normal 212 degrees Fahrenheit at 


sea level to approximately 225 
degrees. Therefore the loss of 
water through the formation of 
steam passing out through the 
overflow pipe would be reduced 
to a minimum. 


Lane Is Guest Speaker 


At Boston Dealer Meet 


Boston, July 20.—J. Reed Lane, 
executive secretary of the Na- 
tional Automobile Control Com- 


| mittee, was the principal speaker 
| at a meeting of the Metropolitan 


Boston Automobile Dealers’ Assn. 
held here last week. More than 
1,000 attended. 

Lane told the dealers and sales- 
men that hereafter it was going 
to be more difficult to scoff at 
or disregard the code. He said 
that due to the enormity of the 
task, it has been slow work get- 
ting the entire ¢ode set-up in 
working order, but, now with 
everything running smoothly code 
violators will find drastic punish- 
ment ready for any infractions of 
code provisions. 


Attack On Motor Taxes Excessive Allowances 


Chicago, July 20.—Formation of 
the Automobile Tax 
League, a corporation not for 
profit whose objective is relief of 
Illinois motorists from excessive 
and unnecessary taxation, is an- 
nounced. Simultaneously, the or- 
ganization has just begun func- 
tioning through granting of a 


| charter. 
Several officers, all of them 
well known Chicagoans, have} 


been elected, They are Frank M. 
Miller, president of the West Side 
Buick Co., first vice-president, 
and Walter A. Wade, attorney, 
acting treasurer. Si Mayer, presi- 


| dent of the Automobile Club of 
| Illinois, has been named as gen-| 
| eral manager. 


It is provided that the presi- 
dent and second vice-president of 


the League be residents of Illi-| 
nois outside of Cook county. The | 
same rule will apply to 18 of the} 
They will be elected| torists do not need or want more | 
| highways.” 


33 directors. 
soon, 


Reduction | 





The League will seek, through 
a concentrated campaign, to 
bring about the reduction of the 
state gasoline tax to two cents a| 
gallon instead of three cents as 
at present; the lowering of state | 
license fees to three dollars a car | 
as compared with the present 
maximum of $20, and a limit of 
$2.50 for municipal vehicle tax as 
against the current maximum of 
$20 annually. 

“The state does not need the 
sum of money now taken from 
motorists to perform the fasks 
required of the highway depart- 
ment,” stated Mayer. “In proof 
of this is the fact that the fixed 
cost of the highway bond issues 
and maintenance are less than 
$15,000,000 a year, and the various 
fees and taxes now levied on mo- 
torists of the state yield the sum 
of $55,000,000 each year. The mo- 





Cost 4 Dealers Emblems 


Washington, July 20. — Four 
Blue Eagles were removed from 


the automotive field by the NRA 
compliance division this week. 


The removals were for exces- 


sive allowances for used cars in 
violation of the code for the mo- 


tor vehicle retailing trade. The 


firms affected are Goodman Mo- 
tor 
Chevrolet 
Wash.; Algona Motor Sales, Al- 
gona, Iowa; and Chieftan Motor 
Co., Council Bluffs, Iowa. 


Searl’s 
Rock, 


Co., Barnett, Mo.; 


Co., Castie 





Car Loadings Up 


Denver, Colo., July 20.—Increases 
in the ear loadings of a long list 
of commodities in Colorado, Wyo- 
ming, Utah, Idaho and Nebraska 
during the third quarter of 1934 
were forecast here this week at the 
annual meeting of the Central 
Western Shippers’ Advisory board. 
Among the items listed as due for 
an increase were automobiles, trucks 
and parts, which was listed with a 
forecasted 90 per cent increase. 
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Motors Keep Up With Leaders in Week’s Trades 


Evidence Shown 
Of Renewal of 


Buying Interest 


By C. J. ALEXANDER 
New York, July 20.—The turn- 
over in shares of 
companies listed on the New 
York Stock Exchange increased 
this week and there were indica- 


tions of a renewal of buying by | 


important interests. On the ral- 
lies, the motors were among the 
market leaders and they held 
well on the hips. 


The strength was attributed in 
some quarters to the anticipation 
of favorable earnings reports for 
the second quarter. The first four 
parts and accessory firms to re- 
port earnings for the period had 
a net income, after charges, of 
$611,233, as against $231,686 in the 
like 1933 period. For the first six 
months, these same companies 
had a net income of $984,910, 
comparing with a net deficit of 
$627,645 a year ago. 


Financial advisory services are 
beginning again to suggest 
switches from other groups into 
automobile stocks. This is a re- 
versal of the tendency of these 
companies in recent months. 

Generally speaking, activity on 
the New York Stock Exchange 
and the other trading organiza- 
tions continues to be dull. 


Weekly Averages 


The weighted stock price aver- 
ages of the Automotive Daily 
News showed the following 
changes in the week ended July 
17 from the week preceding: 


Last This 
Week Week 
Cevcecscccece Sant 22.40 


69 23.33 


Changes 
24 Motors 
10 Car-truck companies. 23 





10 Parts-accessories .... 18.69 18.07 0.62 
4 Tire-rubbers ........ 18.90 1848 —0.42 
This was the third decline in 


the averages out of the last four 
weeks but it failed to wipe out 
entirely the gain of 1.10 points in 
the average price of the 24 mo- 


tors in the preceding week. The | 


declines were fairly evenly dis- 
tributed among the three groups, 
although the parts and accessory 


shares were somewhat weaker 
than the others. Of the 24 stocks 
used in the A. D. N. averages, 


only Bohn Aluminum & Brass 
and Goodyear Tire & Rubber reg- 
istered gains. 

The motors were prominent in 
the rally on the New York Stock 
Exchange, Wednesday, led by 
General Motors and Chrysler and 
some of the parts and accessory 
shares. 


Lighten Portfolios 


Indications that the investment 
trusts lightened their holdings of 
automobile securities in the first 
half of this year, in line with the 
usual procedure, were seen in the 
report of Lehman Corp., the first 
of the larger companies of this 
type to report their June 30 port- 
folios. 


Lehman held 45,500 shares of 
automobile stocks as of June 30, 
as against 83,750 on Dec. 31, 1933, 
a decrease of 38,250. In only one 
instance, that of the Timken Rol- 
ler Bearing Co., did the corpora- 
tion purchase an automotive is- 
sue, its portfolio on June 30 con- 
taining 1,500 shares of Timken, 
as against none at the end of last 
year. 

Holdings of General Motors by 
Lehman on June 30 _ totaled 
10,000 shares, a_ reduction of 
14,000 from the ‘24,000 reported for 
Dec. 31 and Chrysler shares were 
reduced 9,600 shares to a total of 
17,400. Bendix Aviation Corp. 
and Borg-Warner Corp. _ dis- 
appeared from. the portfolio, 


6,000 shares of each having been 


shown on Dee. 31. 


Increased Motor Holdings 
Other automotive holdings were 


cut as follows: Collins & Aikman, | 


2,600 shares to a total of 9,900; 
Goodyear Tire & Rubber, 100 
shares to 4,900, and A. O. Smith 


\ Corp. 








automobile | 


was reduced 
shares to 1,800. 

One investment trust added to 
its automotive holdings in the 
first half year, the Chicago Corp. 
increasing its ownership of Gen- 


by 


}eral Motors Corp. by 12,500 
| Shares, according to its report 
for June 30. 

Reports of earnings for the 





second quarter and the first six 


; months of the year are beginning 
|to make their appearance. 


As a 
whole they are making favorable 
comparisons with a year ago. An 
outstanding feature of the report 
of the Graham-Paige Motors 
Corp. was, in addition to net in- 
come for the first six months of 
$20,005, after charges, an increase 
in the surplus account by $126,- 
595. This boosted the surplus to 
$2,346,057 as of June 30. 


Await Earnings Reports 
Wall Street 


| 
1,450 


| Last Minute Wall Street Wires 


| they 


is showing more | 


than usual interest in the forth- | 


coming earnings reports of the 


parts and accessory companies. 
The talk is that Motor Wheel 
Corp. will show for the second 


quarter a larger profit than the 
$269,171, after charges, earned in 
the first three months. In the 
corresponding period of last year, 
this company earned $342,671. 

Eaton Manufacturing is 
other company which is expected 
to show a larger profit in the sec- 
ond quarter than in the first, 
when it had earnings of $341, 151, 


after all charges, the best net in| 


several years. Eaton’s second 
quarter profit is expected to be 
well ahead of that of a year ago, 
when it was $268,432. 

Briggs Manufacturing also is 
understood to have increased its 
earnings in the second quarter. 
The company reported a net in- 
come of $1,550,608 in the first 
three months. The net for the 
second quarter of 1933 was $797,- 
158 but it had a loss of $98,805 
in the first six months of 1933. 


Timken Declares 


Trico Products Corp., which 
has not had a deficit in any quar- 
ter for several years, 


an- | 


| ber Manufacturers Assn. 
| sumption for June 





is expected ' stocks of June 30. 











From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 





New York, July 20, 


3:40 P.M.—After 


an irregular opening, 
companies found the selling 


greater than the demand and were forced to give ground. 
Losses of about a point were registered by the leaders 





| shares of the automobile 


for the day with fractional declines being chalked up 
against most of the others. 





to report for the three months 
ended June 30 earnings substan- 
tially better than the net income 
of $368,016 a year ago, although 
may fall short of the $550,- 
769 reported for the first quarter 
of this year. 

Timken Roller Bearing in the 
past week declared the regular 
quarterly dividend of 25 cents a 
share on its common stock, pay- 
able Sept. 5 to stock of record on 
Aug. 17. 


Rubber Consumption 
In June 40,242 Tons, 


New York, July 20.—Consump- | 
tion of crude rubber by manufac- 
turers in the United States for 
June amounted to 40,242 long | 
tons, which compares with 43,012 | 
long tons for May. June consump- 
tion shows a decrease of 6.4 per} 
cent under May and 20.7 per cent | 
below June a year ago, according 
to statistics released by the Rub- 
Con- 
(1933) was 
reported to be 50,743 (revised) 
long tons. 

This association estimates total | 
domestic stocks of crude rubber) 
on hand June 30, at 358,149 long) 
tons, which compares with May 
31 stocks of 351,329 long tons. | 
June 30 stocks show an increase | 
of 1.9 per cent above May 31) 
stocks, and 6.5 per cent above! 


British Car Industry 
Enjoying a Big Boom 
Washington, July 20.—The Brit- 
ish automobile industry is boom- 


ing, according to a report from 
George A. Makinson, U. S. Con- 


sul at Birmingham. Judging 
from present indications, Makin- 
son declares, the industry is 


headed for another high produc- 
tion record in the current year. 

The principal demands of the 
past few months, it is pointed 
out, have been mainly on account 
of the home market, although a 
steady and increasing volume of 
export trade, chiefly with the 
British colonies and certain Eu- 
ropean countries, have been 
maintained. 


Brunner Reports Sales 
Up 94% in Six Months 
Utica, N. Y., July 20.— Sales 
volume for the first six months 
of 1934 for the Brunner Mfg. Co. 
| are reported as 94 per cent ahead 
of the same period in 1933. 
Sales for this period are also 
ahead of the corresponding pe- 
riods of 1931 and 1932. Orders are 
currently being received at a rate 
that would indicate that total 
volume for 1934 would double that 
of 1933, and exceed any year since 
1930. 





AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, JULY 20, 1934 


(Furnished by Wm. C. Roney Company, Union Guardian Building, Detroit) 





iligh Low - 
1934 1934 NEW YORK 
NEW YORK 
13 Allis Chalme Mig 
33 18! American C. & F 
12: 6 American Chain 
17 8! American Weolen 
5734 22 Auburn Auto (2) 
237 13 Bendix Aviation 
683 495g Bohn A. & B 
28 2058 horg-Warner 
19 12 Briggs Mig 
734 47 judd Mfg. Co., E. G 
5 23 Budd Wheel Co. .. 
60 36 Chrysler 
28% 1414 Collins & Aikman 
35 18 Commercial Credit . 
50 38 Com. Credit A 
5934 3534 Commercial Inv. T. (2) 
235 1 Continental Motors 
514 2'% Curtiss-Wright 
1214 514 Curtiss-Wright A 
1037¢ 80 du Pont de Nemours 
22! 13! Eaton Mfg. : 
3134 18'g Electric Auto-Lite , 
52 40) Electric Storage Battery 
27! 9 Evans Products 
83 4 Federal Motor , 
23! 16! Firestone T. & R. .. 
123 113 General Elec. Spec. 
42 29! General Motors .... 
2834 155g Glidden ; 
18 12 Goodrich, B. F ‘ 
413 514 Goodyear T. & R 
414 2 Graham- Paige 
634 114 Hlayes Body Corp. ...... 
67% 33 Houdaille-Ilershey B .. 
23% 11 Houdaille-Ilershey A 
2414 8! Hudson Motor 
7% 25g Hupp Motor .. ; 
1676 30 Inter. Ilarvester ... 
6634 44 Johns-Manville .... 
4% 2 Kelly-Spring. Tire 
1414 8 Lee Rubber & Tire 
437 273% + Libbey-Owens-Ford Glass 


(60c) .. 








Last Sale High Low Last Sz ale 
Tuly 20 July 13 | 1934 1934 Tuly 20 July 13 
I Ludlum Steel ; 117¢ 13 
l 15 23 Mack Trucks (1) . 26 
18 1 32 0) Marlin Rockwell .... coe 20% 20! 
51 ‘ l 11 Midland Steel .... ; 11'¢ : 
Q1 10 1 7 Moto-Meter G. & F. . ; e 9 
22! 24! 44 ] Motor Products Sears 23 25 
133 151 16 8 Motor Wheel : 8 O's 
56 8 11 Murray Corp ; 574 6! 
1 22! 323 l Nash 15 17! 
165, 1714 Or» 3 Packard 3 314 
{ 1% 6 Pierce-Arrow sedate 2 2% 
) 3 23 ] Raybest« Manhattan ..... 173% 17 
38 $11 5 3 Reo Motor ........ a 27% 3 
133% 15 25 1 Republic Steel Corp. . . 15% 167% 
271% 293 8 3 Sparks-Withington : 4 4! 
475% 473% | 105 6'4 Stewart-Warner + 63% 
7 59 9 $ Studebaker a es 35x 4 
1 1 9 Thermoid Co er eer ye 5 5 
) 3 20 13 Thompson Products 1234 137 
Pe 93 41 635 Timken Roller Bear gett 2814 301 
a! a 40 33. Trico Products .......++:: 37 37% 
s 1 +I so 3 Union Car. & Carb, (1)...... 42% 4434 
a. a 647% 37 U. S. Industrial Alcohol . 4114 42% 
. - 24 1434 U. S. Rubber chaeeovas 14 18 
42 43 47 3014 West’house FE. & M....... . 3 3714 
<0 2244 714 $ Yellow Truck ... ra 3% 4 
4! 45 | 223; 15 Young Spring & Wire canes fOne 1734 
15 1734 
12 123 CHICAGO 
30) 32! 375 Asbestos Mig : 214 245 
257 10 4 Bastian Blessing .. tate 434 5 
1134 12 23 13 Bendix Aviation 135<¢ 1514 
- — 2814 203g Borg-Warner . 2034 223% 
set * 23 11 Houdaille-Hershey A . < £844 2014 
a pe 67% 3 Hloudaille-Hershey B .. oa 3% 37% 
- - 16 9 Modine Mfg. ...... 163% 16 
33 37 32 23 Perfect Circle .......: a 2934 291% 
18! 20) 4 Pines Waterfront 7 7 
g 91 
23 3 DETROIT 
32% 333 8 314 Ex-Cell-O Aircraft & Tool , 6! 
49 5536 | 655 Bae Bie Bate Be. iv ideddebarce 3% oe 
2 2%174 50% Parker Rust Proof ........ 54 
1] vie 8% 4% Timken-Detroit ......... 6% 6! 
3014 317% 17 5g Warner Aircraft Corp. ...... A eee 


AD 








Graham Reports 


First Half Net 
| At20 Thousand 


Detroit, July 20.--A net profit 
of $20,005.38 after depreciation 
and all other charges in the first 
six months of 1934 was reported 
today by Graham-Paige Motors 
Corp. This compares with a net 
profit of $23,627.32 after all 
charges in the same period of 
1933. 

In addition to these earnings 
other credits added to surplus ac- 
| count in the six months’ period 
| totaled $126,596.25, bringing the 
total credits to surplus to $146,- 
601.63. This increased the sur- 
plus account to $2,346,057.19 at 
June 30. 

“Condition of the corporation 
was substantially improved as a 
result of the half year’s opera- 
tions,” J. B. Graham, president, 
stated. “A similar improvement 
in condition of dealers was re- 
ported. A total of 11,455 Graham 
cars was sold to dealers in the 
six months’ period, as compared 
with a volume of 6,652 units in 
the same period of 1933. 


Hudson 6-Mos. Exports 


Eclipse Last Year Mark 


Detroit, July 20.—Shipments of 
Terraplane and Hudson cars for 
export during the period from 
Jan. 1 to June 30, totaled 8,218 
units compared with 4,824 in the 
entire year of 1933 and 2,777 units 
in the first six months of last 
year, according to an announce- 
ment by the Hudson Motor Car 
Co. today. 

Increased demands for Hudson 
products has been experienced in 
practically all countries of the 
world, the statement added with 
the best improvements evident in 
England, South Africa, Switzer- 
land, Holland, Australia, Brazil, 
Mexico, Argentine and New Zea- 
land. England made the _ best 
showing with 1,768 units this 
year as compared with 522 in a 
comparable period last year. Mex- 
| ico showed better than 50 per 
io gain. South American count- 





ries, many of which have been 
| out of the market to a great ex- 
tent during the last few years are 
also returning the buyer's list, 
Hudson wapeens. 


Allis-C aleiael Orders 
Show 96% Increase 
West Allis, Wis., July 20.—Sec- 
ond quarter bookings reported by 
the Allis-Chalmers Mfg. Co. show 
an increase of 96 per cent over 
the same quarter of last year, 
according to figures issued July 
16, 
| The report shows that in the 
| second quarter orders climbed to 
$5,982,212 against 1933 second 
| quarter bookings of $3, 047,223. 
Orders for the first six months 
of 1934 totalled $10,579,868, com- 
pared with $4,767,789 the first half 

of 1933. 


‘De Soto Retail Sales 
Show Upward Trend 

Detroit, July 20.—A strong up- 
ward trend in retail deliveries of 
new Airflow De Soto cars was 
reported this week by the De 
Soto Motor Corp. 

It was announced that sales 
during the week ended July 14 
were 26.2 per cent more than 
during the previous week. The 
gain is attributed to continued 
business improvement this sum- 
| mer and intensive sales promo- 
| tion activity. 


Tin cc N Bacall 


South Beloit, Wis., July 20.—H. 
W. Tinker, for 19 years connected 
with the Federal Pressed Steel 
Corp., Milwaukee, and former chief 
engineer and factory manager for 
that concern, has been named gen- 
eral manager of the reorganized 
| Warner Electric Brake Manufactur- 
‘ing Co. here, 










































































































The public wants to stop easily 


and that takes 





(jenuine 


BENDIX 





PROV EAR 


OU have problems of brake pedal-pressure 

—there isn’t an engineering staff in the in- 
dustry, whether motor car, truck or bus, that 
hasn’t wrestled with the situation. 


Leverage can go just so far. You can’t have 
a pedal-travel longer than a man’s leg! You 
might put gears on it, but would youP 


The answer, inevitably, is Power. Folks want 
cars that will stop easily. Today’s speeds and 
today’s crowded traffic and cross-traffic, demand 
every bit of stopping surety you can muster. 


Bendix, world’s foremost specialist in car- 
stopping equipment, stands ready to cooperate, 
collaborate, and then act, swiftly and surely, to 
meet your Power Brake requirements precisely. 


It makes no difference what form of primary 
actuation your braking system employs—whether 
mechanical or hydraulic. Bendix Controlled 
Vacuum Power Brakes will provide the easy 
pedal pressure, permanent reliability and abso- 
lute simplicity you desire. The driver’s ‘‘pedal- 
feel’? is maintained—no sudden, harsh, lock- 
wheel stopping. 


Bendix Controlled Vacuum Power Brakes are 
standard on a full range of foremost cars, in all 
price classes from ‘‘below $750” to the costliest. 


Why not exchange specifications? 
Benvpix Propucts CokPORATION 


401 Bendix Drive + South Bend, Ind. 


(Subsidiary of Bendix Aviation Corporation) 





Controlled Ylacuum 


POWER BRAKES 





